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tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
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CUT-OFF SAW 


From DISSTON.. 


a new line of small circular Saws 


for all portable electric hand saws 


From Disston—for 112 years America’s leading producer of 
fine saws—comes this new, highly-saleable line of popular. 
priced, high quality, small circular saws. Made in all tooth 
types, with center holes to fit every make of portable electric 
hand saw used by building contractors and maintenance shops. 


PLANER 
SAW 


Each blade is individually packaged and has etched on 

it the name and model number of the machine it fits. You 

can't go wrong when you stock and sell the Disston line 
of replacement saw blades. It’s a leader in 
value ...a leader in performance ... a leader 
in money-making opportunities for you! 


HERE’S NEW EFFICIENCY 
IN COMBINATION SAWS 


New, different in design—based on advanced 
principles developed by Disston research —to 
meet the demand of portable electric saw 
manufacturers for a combination blade that 
would cut faster and cleaner... stay sharp 
longer... put less strain on small motors. 


FLOORING SAW 
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WS The growing use of portable electric hand saws 

by contractors and builders—large and small— 
er of M has created a big and expanding new market 
ular- for you. And this new line by Disston gives you 
looth the means to cash-in on it! Every wood-working 
sctric HH shop, every contractor and builder, every industrial 
1Ops: B maintenance and packing department in your 
area is a potential customer for these replace- 
ment blades. With Disston’s century-old reputa- 
tion for quality—combined with new low prices 
—the Disston line should sell on sight! And the 
new cutting efficiency of these saws will assure 
repeat business from everyone who tries them. 
Act now to make the Disston line your leading 
pro’ : lines! 
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Disston’s advertising to the trade— 

such as this ad scheduled for the April issue 
of AMERICAN BUILDER—will help you 

sell more Disston Circular Saws. 


WRITE FOR COMPLETE PRICE 
SCHEDULE, DISSTON CIRCULAR 
SAWS AND DADO HEADS 


HENRY DISSTON & SONS, inc. 


325 Tacony, Philadelphia 35, Pa., U.S.A. «2 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B. C.; Canadian Factory: Toronto 3, Ont.; 
Australian Factory: Sydney, N.S.W. 
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YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. Prospect St. Youngstown 6, Ohio 


Choorea 


DEPENDABLE SOURCE 





@ Here's a pioneer in the metal moulding busi- 
ness who has built up a sound reputation with 
distributors and dealers as a dependable source 
for metal mouldings. 

If you have had some sad experience with 
your source, try Youngstown Manufacturing and 
see for yourself what a stable supplier can do 
for you. We have distributors throughout the 
country and we will be glad to follow through 
promptly on your request. Write to Youngstown 
Manufacturing, Inc., 66-76 S. Prospect Street, 
Youngstown 6, Ohio. 

Now’s the time to pick a dependable source 
for aluminum metal mouldings. 
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WASHINGTON REPORT 





NPA Order M-100: After much argument and the 
launching of trial balloons, the National Pro- 
duction Authority has issued a separate order, 
covering house construction; one that eases 
most but not all the controls in the field. 


This order is now the basic regulation for resi- 
dential construction; so if you haven’t yet got- 
ten a copy from your association, better ask for 
one. Ask also for the official press release: 
“NPA—1964, Order M-100, Housing Construc- 
tion, March 6, 1952.” 


Changes of special interest to dealers and hous- 
ing contractors include an increase of 500 
pounds of steel per unit; in the amounts of 
this metal that may be self-authorized for 
structures consisting of from one to four family 
housing units. 


But if copper water distribution systems are used, 
the quantity of this metal is reduced—that’s 
right, reduced—from 160 to 135 pounds. How- 
ever, if local building codes require the use 
of Types “B” and “K” copper tubing for under- 
ground water connections, an increase in the 
amount of copper is permitted. 


For initial installation of wiring or plumbing, 
certain additional amounts of steel and copper 
are permitted. This is for the alteration of 
existing buildings. Also for alteration or en- 
largement of existing buildings, not more than 
50 percent of the materials per new dwelling 
unit is permitted. 


Specific authorization is required for the construc- 
tion of temporary residential housing. No self- 
authorization of materials. An adjustment, or 
exception, to the regulations must be obtained 
to construct seasonal residential housing, if 
more than specified quantities of materials are 
needed. If an electrical energy heating system 
is used in a residential structure, an addition 
of not more than 15 pounds of copper per 
dwelling unit is authorized... 


Revised CMP Reg. 6—Construction: This order 
is a sort of milk run that gathers all construc- 
tion limitations, aside from those applying to 
residence building, into a single job-lot ship- 
ment. According to the official release, it’s in- 
tended to liberalize certain restrictions on the 
use of critical materials. 


Five tons of carbon steel, including two tons_of 
structural steel—but no wide-flange beams— 
may be self-authorized per project per quarter 
for non-industrial, public, and commercial con- 
struction; other than housing, recreational con- 
struction, and public roads. 


Various other items, such as permission to utilize 
foreign and used steel in addition to author- 
ized new and domestic allotments; a large ad- 
dition to the amount of steel that may be self- 
authorized for road building; and the like. 
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Representative Raines, chairman of the House 
Banking Subcommittee investigating federally- 
financed housing, with special attention to hous- 
ing with VA and FHA guaranteed loans, has 
said that complaints about faulty houses have 
been flooding into his office. 


The Chairman said, however, that early investiga- 
tions uncovered but a small percentage of de- 
fective houses among the more than 6,000,000 
VA homes sold to former servicemen since 
World War II. But a small percentage, of so 
large a number, means that a good many indi- 
vidual structures had gone bad. Hence the con- 
tinuing investigation. 


Condensation and moisture transfer, it seems, are 
among the evil-doers; not the only ones, but 
well up the list of housing saboteurs. A little 
while ago the Building Research Advisory 
Board held a “correlation conference,” here in 
Washington, to find out what the experts knew 
about condensation control in buildings. A 
lively performance and most timely. 


Leonard Haeger, National Association of Home 
Builders, gave building materials in general 
a clean bill of health; said that practically 
all building materials, in themselves, are all 
right. But even good materials can get used in 
bad ways. So if a house goes wrong, better look 
first for faulty design and poor construction 
workmanship. 


Other factors: When grandpa was young, the 
winter winds blew in around the closed win- 
dows and rippled the quilts on his bed like a 
small storm at sea. He didn’t like it, but there 
was a lot of ventilation. Houses were pretty 
large and had high ceilings, as well as these 
sieve-like qualities. 


Water came into the house from the outdoors 
pump by hand power; in a bucket. There was 
an urge for water economy. The. plume of 
steam from the teakettle was scarcely enough 
to maintain a minimum humidity, as the old 
wood stoves fought a losing fight against the 
illegal ventilation. 


Houses, these days, are relatively small; on ac- 
count of higher costs. They’re tightly built 
and are insulated; and water is piped in, ready 
to flow at the turn of a tap. Hard to realize 
how much more water is used per capita, at 
present, and how much more condensation has 
to be gotten out through planned outlets and 
not around loose windows. 


Condensation is going to get out; if necessary 
right through the walls, taking the paint along. 
Something like Frankie’s performance in the 
old ballad. Remember? “Rooty toot toot, three 
times she shoot right through that hardwood 
door.” We need ventilation, but not Frankie’s 
kind. Ours is built from engineering blueprints. 
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Supa Window 


Complete weathertight protection 
and 
Easy sliding windows at all times 


Thousands of prospective home owners will 
discover the Superior Window for the first 
time at home shows held this spring. This 
fast selling Superior weatherstripped unit is 
by far the most outstanding window today. 

Laboratory tests prove it has almost 
double the weathertight efficiency required 
by the American Wood Window Institute’s 
specification. And, the patented Superior 
flexible jamb-liner, which automatically 
compensates for swe!ling and shrinking, pro- 
vides what everyone wants in today’s weather- 
stripped unit— 

Complete Weathertight Protection and 
Easy Sliding Windows at all times. 

Yes, the Bilt-Well Superior Window is 
today’s outstanding unit—counter-balanced, 
weatherstripped, *adjustable and chemically 
treated. 

See our products in Sweet’s Architectural 
Catalog pages 24B/CA and 17C/CA. 
*Adjustable to various wall thicknesses. 


CARR, ADAMS & COLLIER CO. 


Dubuque, Iowa 


T @ WELL 
enenaanedll i iiatetatlll 
mre WORK 























ACOLLIER CO. 





© HEAVY 
is JAMBS 

© WHOA APPROVED 
TOXIC TREATED 








25/32” outside sheathing and %” 
lath and plaster on 2 x 4’s—and 
Superior full width jamb. 





25/32” outside sheathing and dry- 
wall (%4” or %”) inside on 2 x 4's, 
and “Superior” minus inside strip 
on jamb. 


Cut-away view of Bilt-Well’s exclusive Jamb-liner and weatherstrip—the secret 
of the Bilt-Well Window's superiority. 





Y%” outside sheathing and dry-wall 
(%” or %”) inside on 2 x 4's, cut- 
off rib on blind stop and remove 
inside jamb strip. 


Sy 


Here’s a list of the BILT-WELL LINE 
¢ Superior Unit Wood Windows ¢ Nu-Style & Multi- 
ple-Use Cabinets « Carr-dor Garage Doors « Combi- 
nation Doors « Screens & Storm Sash « Basement 
Unit Windows « Shutters « Exterior Doors ¢ Interior 
Doors « Entrances ¢ Louvers & Gable Sash « Corner 
China Cabinets « Ironing Board Cabinets « Mantels 
Telephone Cabinets ¢ Stair Parts 





Y,” outside sheathing and %” dry- 
wall applied over %” insulation 
board on 2 x 4’s, cut-off rib on blind 
stop. 
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NEWS BRIEFS 





Freeze Plywood Prices. United States Plywood Corp. has an- 
nounced a guarantee not to increase its current carload prices on 
Douglas fir plywood for a period of six months, even though it 
has a 60-day order file now. The price of the standard quarter 
inch fir plywood now is being quoted at $87.50 a thousand feet. 
That compares with a high and low last year of $97 and $75. The 
move is to facilitate bidding on Government and other contracts 
requiring deferred deliveries. Recent erratic fir plywood prices 
have made it difficult for fabricators and contactors using the ma- 
terial to establish definite costs on their end products. 


* * * 


Million in Insurance. The Oklahoma Lumbermen’s Associa- 
tion reports that nearly 100 yards in that state have signed up 
their employees for over $1,000,000 in group life insurance. The 
OLA’s plan, announced last December, will supplement an existing 
program for health and accident coverage. 


* * * 


Budget House at Convention.. The Lumbermen’s Association 
of Texas has announced that they will erect a full scale model of 
the $3,500 San Angelo home on the Pleasure Pier at Galveston for 
their convention in April. The interest shown in this low cost home 
has convinced the Texas dealers that a showing of this home dur- 
ing the convention would add impetus to building this house 
through the state. They estimate that 4,000 dealers will see the 
home. The association has also used television widely to promote 
the San Angelo home and after a recent telecast in Houston more 
than 400 calls were received for a booklet mentioned during the 
show. ah Nice as 

Employment off in New York. Union spokesmen estimate that 
7,000 more construction workers were laid off in New York City 
last month. The January employment was already down to 95,100 
or 15 percent under a year ago. Government curbs on apartment 
house and commercial building get the blame. The Government 
has just announced tentative plans for assisting both New York 
City and other distressed areas by allowing construction of new 
commercial structures. Full details are presented elsewhere in 
this issue. 

* * * 

Lead Decontrol. The National Production Authority has lifted 
its controls on the consumption of lead and boosted permitted in- 
ventory levels to a 60-day supply. Sharp improvement in the 
supply of the heavy metal was credited for wiping out restric- 
tions. It is estimated that the U.S. will have available 1,300,000 
tons of lead this year, 150,000 more than last year. 


* * * 


Pre-fab Shipments Hold. The prefabricated housing industry 
did a near-record volume of business last year when 50,000 dwell- 
ings were sold. The homes produced by 80 companies had an esti- 
mated value of $382,630,000, exclusive of land. They accounted for 
nearly 6 percent of all new single-family homes built last year. 
Compared with the drop of 22 percent in all new non-farm housing 
starts, the decline in prefabricated home shipments last year was 
but 9 percent from the record of 55,000 dwellings produced in 
1950. ee ie 

Research by Necessity. The country’s mobilization program 
calls for construction under many new climatic conditions. Engi- 
neers are learning daily from this “forced draft” program, almost 
throughout the world. As Lt. Gen. Lewis A. Pick, Chief of Army 
Engineers, said recently, construction techniques are being pio- 
neered in temperatures ranging from 40 below zero to 140 degrees 
above Aircraft runways are being laid in areas where perma- 
frost is a problem and hangars are being put up in regions where 
the sirocco blows. 
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February Construction 
Drops Seven Percent 


Expenditures for new con- 
struction declined seasonally in 
February by about 7 percent to 
$2 billion, according to a report 
issued jointly by the Building 
Materials Division of the U. S. 
Department of Commerce and 
the Bureau of Labor Statistics 
of the U. S. Department of La- 
bor. All major types of con- 
struction shared in the drop, 
except private industrial build- 
ing, which is heavily influenced 
by the basic steel, aluminum, 
and aircraft plant programs. 


There was a proportionately 
greater drop in public than in 
private construction activity 
this month, as highway work 
declined seasonally and public 
industrial and military facility 
programs failed to expand. 
Outlays for public construction 
declined by 9 percent to $594 
million. 

On the other hand, private 
construction expenditures fell 
less than usual at this time of 
the year (by 6 percent from 
$1.5 to $1.4 billion), reflecting 
primarily strength in residen- 
tial building as well as the rise 
in industrial work. The 10 per- 
cent increase in housing starts 
in January buoyed residential 
building in February when 
work went forward on many of 
the units started earlier. 


More Materials, 
Lower Prices Coming 


It begins to look as if some 
of the materials shortages, 
which have plagued the manu- 
facturer as the country swung 
into the defense program, are 
easing. 

The Chamber of Commerce 
of the United States reports 
that government allocators are 
giving up much of their scare 
talk in the face of mounting 
stockpiles. Instead, they are 
slowly relaxing many produc- 
tion controls and are consider- 
ing relaxing restrictions on still 
other supplies that go into the 
manufacture of civilian goods. 


The downward course of the 
commodity market indicates an 
abundance of many _ items 
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INSECT WIRE 
SCREENINGS 











You triple your chances of making a sale when you stock all 
three Cortland Insect Wire Screenings. Homeowners prefer 
Cortland Brand because it comes in three popular price ranges 
. .. gives years of service and insures a better screening job. 


Cortland Brand Wire Screening is fine for windows, doors, 
porches and breezeways . . . has been a favorite screening for 
over 75 years. It meets U. S. Department of Commerce Na- 
tional Bureau of Standards’ specifications. In 18 x 14 mesh, 
24” to 48” widths, 100 linear foot rolls. Extra wide widths 
also available. 


Because of material shortages, you may not be able to get 
immediate delivery on all types of Cortland Brand Wire 
Screening. However, place your order now .. . we'll supply 
your jobber as quickly as we can. 


& Cortland GRAY-WICK Popular, all-purpose wire 
screening. Doubly protected against corrosion by electro-zinc 
galvanizing and "glare-proofed'', enameled finish. 


© Cortland BRONZE Rust-resistant. Unaffected by 
weather, salt air, acids, gases. Stronger, longer-lasting than 
copper screening. Bright or dark bronze 





which had been expected to be. 
come short. The Dow-Jones 
composite commodity index 
shows a drop in commodity 
prices of between 15 and 20 
points since the second week in 
December. The December high 
was 198. In the last week of 
February it stood at near 180. 


One reason for the increas- 
ing stocks of materials and 
lower prices is that sights were 
set too high for defense produc- 
tion. Materials were held out 
of civilian production chan- 
nels but defense production 
lagged and materials began to 
accumulate. 


The decision to extend the 
defense production period les- 
sened immediate demand for 
defense materials. Meanwhile 
civilian allocations had been 
set and materials could not be 
loosed quickly enough to take 
up the slack. While steel was 
curtailed for many civilian 
uses, for instance, steel pro- 
ducers in some cases had to cut 
their output because defense 
production was not ready to 
absorb the total. 


NPA to Allow 80 Projects 
in "Distressed" Areas 


The National Production 
Authority is planning to allow 
construction of 80 banks, office 
buildings, and other commer- 
cial projects in seven “dis- 
tressed labor” areas. 


Government officials said 
they are now “considering” a 
proposal to allot supplies of 
steel, copper and aluminum to 
the projects in the third and 
fourth quarters of this year. 
The projects would be in New 
York City, Boston, Seattle, San 


"antique" finish. ‘inne et: Francisco, Los Angeles, Port- 
o— am land, Ore., and Washington, 


© Cortland ALUMINUM Won't 


rust or stain because it's made of 
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Poultry Netting, Nail and 





kit today! 


Brad ernment curbs on commercial 


window streamers. Send for your 





building projects and a lack of 





pas POULTRY NETTING 
WB 


WICKWIRE BROTHERS, INC. 


CORTLAND, N.Y. 


defense construction to take up 


NAILS & BRADS * HARDWARE CLOTH the slack. 


Officials have no idea of the 
dollar value represented by the 
80 projects. The projects will 
consist of stores, filling sta- 
tions, garages, and ‘other busi- 
ness or commercial construc- 
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tions, in addition to the banks 
and office buildings. They will 
not include theaters, bowling 
alleys or other projects of an 
entertainment character. 

Officials of the New York 
construction industry and con- 
gressmen from New York and 
other areas have been putting 
pressure on the N.P.A. to allow 
at least some commercial con- 
struction to go ahead in areas 
of acute building trade unem- 
ployment. Last month N.P.A. 
Boss Fowler announced a plan 
to give construction projects 
advance approval to cut down 
the time lag between actual ap- 
proval and commencement of 
construction. He also announ- 
ced a plan to permit community 
and commercial projects of a 
“more essential” nature to go 
ahead as soon as possible. 

N.P.A. approval of the con- 
struction of the commercial 
projects in the “distressed la- 
bor” areas would be the third 
important relaxation in con- 
struction controls since Febru- 
ary 1. The agency has already 
approved 646 community, re- 
ligious and institutional proj- 
ects for allotments of con- 
trolled materials in the third 
quarter of this year. This 
amounted to a blanket approval 
of all applications filed with 
the N.P.A. to build such 
projects. 

The N.P.A. has also given its 
approval to 186 banks, office 
buildings, stores, and other 
commercial projects which had 
already been started but had 
been halted by Government 
controls before completion. The 
N.P.A. made enough materials 
available for these projects, 
beginning with the second 
quarter, to let them be com- 
pleted. 


Industry Previews 
Wood Preservation Film . 


Pointing out that after fifty 
years of development work by 
the wood-preserving industry, 
less than 2% of our annual 
wood harvest is treated, J. A. 
Hall, Director of the U.S. For- 
est Products Laboratory told 
industrial users of wood and 
editors of the industry in Chi- 
cago recently that there is 
urgent need to speed the devel- 
opment and acceptance of wood 
preservation. 
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100 FEET iy TACH BALL 


The : 
one Wwalities of rhis 


KING COTTON CHALK LINE is a volume 
sales item and it has a variety of spring 
and summer uses. Check the above sug- 
gested applications and you'll realize 
what a GOOD sales item this can be. 
Our Chalk Line is packed in an attractive 
blue and yellow display box that is a 
real merchandiser. 


Why not write for the King Cotton 


Catalog? 
Ki 
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CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 


Seed Planting 
Plant Staking 
Lawn Edging 
Mason’s Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 

















are automatic in our house plans” 
says a typical builder 


“,..and when we're on a job we always 
suggest replacing basement sash with a 
panel of Insulux Glass Block® .”’ 


Figure it out for yourself and it’s easy 
to see why! Compare the cost of sash, 
screen, and in cold climates the storm 
window, together with maintenance 
against that of a lifetime panel of main- 
tenance-free Insulux Glass Block. 


A glass block panel can’t rust nor rot; 
never needs to be painted. Insulux Glass 
Block makes a sound, weathertight, insu- 
lating panel that’s extremely hard to break. 


Supplies of Insulux Glass Block and all 
of the installation materials needed are 
non-critical and immediately available in 
quantity. Installation can be made at the 
time the mason puts in the foundation 
(the 8” sizes fit 8” concrete blocks per- 
fectly) or as replacement for old-fashioned 
sash in houses already built. In either case, 
installation is simple and easy . . . requires 
‘only ordinary mason’s tools. 


Want more information about Insu- 
lux Glass Block? We'll be glad to send 
you all the details. Just write: Day- 
light Engineering Laboratory, Dept. 
AL-3, Box 1035, Toledo 1, Ohio, 
American Structural Products Com- 
pany, Subsidiary of Owens-Illinois 
Glass Company. 


INSULUX 


"WALLS OF 
DAYLIGHT" 


—by the leaders of 
Daylight Engineering 














The occasion for Hall’s talk, 
“Opportunities in Wood Preser- 
vation,” was the preview of a 
new industrial motion picture, 
“Treat Wood Right.” Over 150 
editors and executives of rail- 
road, utility companies, and 
other industrial users of wood 
attended a luncheon meeting at 
the Sheraton Hotel sponsored 
by The Dow Chemical Com- 
pany, producers of the movie. 


Hall pointed out that in spite 
of the fact that treated ties 
and poles amounted to 227 mil- 
lion cubic feet of treated wood 
annually, the figure still rep- 
resented less than 2% of the 
wood cut. 


Urging further utilization of 
existing materials and facilities 
for treating as conservation 
measures Hall stated, “The 
need for treated wood arises 
anywhere that wood is used un- 
der conditions that expose it 
to the attack of micro-organ- 
isms or wood destroying in- 
sects. I do not know how large 
this market may be, but from 
my own observation, I am con- 
vinced that it is enormous.” 
Hall stated that there are two 
things necessary to foster fur- 
ther use of wood preservation. 
“First,” he said, “a great deal 
of educational and promotional 
work is required to show the 
public the value to be obtained. 
Next, there must be established 
distribution of preserved wood 
so that it can be available to 
those who need and want it.” 


The movie, “Treat Wood 
Right,” showed guests test re- 
sults and treating methods for 





various industrial applications 
of wood with pentachloro. 
phenol, a new product which 
offers clean treatment and cer. 
tain protection. 


DeWitt Heads Maple 
Flooring Association 


Donald S. DeWitt, president 
of the Holt Hardwood Com.- 
pany, Oconto, Wisconsin, was 
elected president of the Maple 
Flooring Manufacturers Asgo- 
ciation at the group’s 55th an- 
nual meeting, held in Chicago 
in February. Mr. DeWitt, who 
was vice-president, succeeds W, 
C. Abandroth, who served dur- 
ing the past five years. 


Also elected at the meeting 
were W. W. Gamble, Jr., White 
Lake, Wis., vice-president; S. 
A. Wells, Menominee, Michi- 
gan, treasurer; L. M. Clady, 
Chicago, secretary-manager. 


Mr. DeWitt has been active 
in trade association and North- 
ern hardwood industry affairs 
for over 25 years. He was 
graduated from the Northwest- 
ern Military Naval Academy, 
Lake Geneva, Wisconsin, and 
the Michigan School of Mines, 
Houghton, Michigan. 


Mr. DeWitt is also a trustee 
of the association and has 
served the group as treasurer, 
chairman of the cost survey 
committee, and as a member of 
the advertising committee. Dur- 
ing World War II, Mr. DeWitt 
served on National industry 
advisory, and other wartime 
committees. 











| Nearly a Billion Spent in'51 Modernizing Old Houses | 
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Big profits in 
ast-moving MCAT panels 


Look to MICARTA® for more business. This 
sensational decorative plastic surface is in de- 
mand for all types of building and remodeling. 
It defies stains, burns, chipping, denting, or 
splintering. 

Women want MICARTA in kitchens, bath- 
rooms, playrooms—any application requiring 
a good-looking, rugged surface materia]. Con- 
tractors, builders and carpenters welcome the 
convenience of pre-bonded to plywood panels, 
the utter ease of installation. Panels can be 


Westing! house | 


® ‘Micarta 


DISTRIBUTED by UNITED STATES PLYWOOD CORP and U.S~MENGEL PLY./0005, INC 


SUILDING Propucts MERCHANDISER 


cut, drilled, trimmed and worked with inex- 
pensive hand or power tools... without waste! 

You can offer four convenient panel sizes 
in a whole host of colors and patterns with- 
out carrying a large stock, because there is a 
United States Plywood warehousing facility 
near you. 

Our special dealer plan with self-selling 
displays and a complete easy-to-use promotion 
package will start you in this big-profit field. 
Write for details today. J-06453 





+ UNITED STATES PLYWOOD CORPORATION 
* 55 West 44th St., New York 18,N. Y. 


: Please send full information on your MICARTA 
Dealer Plan. 


NAME 





ADDRESS 





CITY ZONE___ STATE 





AL-3-52 


13 











New Industry Service 
Plan for Materials Handling 


Recognizing as its first re- 
sponsibility to American busi- 
ness the job of teaching oper- 
ating management of up-to- 
date material handling, The 
Material Handling Institute, 
Inc., has started an Industry 
Service Plan which will use the 
press, the platform and the 
conference table to go into the 
field and work with industrial 
leaders “on location.” 


Principal activities prompted 
by the MHI Industry Service 
Plan include: (1) closed work- 
shop-type conferences between 
users and manufacturers facing 
common technical problems; 
(2) articles and other contribu- 
tions to trade, technical and 
business publications, designed 
to. give management the benefit 
of group experience from all 
branches of the material han- 
dling world; (3) local confer- 
ences in industrial cities be- 
tween representatives from 
each city’s leading industries 
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All Aluminum surfaces. Solid 
Ponderosa Pine Core between 
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MILE RD. BERKLEY, MICH. 








and a team of authorities op 
the economic, administrative 
and technological aspects of 
material handling; (4) a speak- 
ers’ bureau to provide presenta- 
tions on material handling be- 
fore trade and business asgo- 
ciations and technical societies; 
and (5) reports and surveys for 
wide distribution to industria] 
leadership groups. 


Co-operating with The Mate- 


- rial Handling Institute in its 


Industry Service Plan will be 
The American Material Han- 
dling Society, the national or- 
ganization of material handling 
engineers. Also co-operating 
will be the associations of manu- 
facturers of material handling 
equipment. 


Forests Yield New 
Product for Drug Industry 


A product of western forests 
may some day hold the nation’s 
aspirin and gum drops togeth- 
er and constitute an important 
compound for the food and 
other industries. 


That was revealed at the re- 
cent meeting of the Western 
Pine _ association’s research 
committee in the Palace Ho- 
tel in San Francisco. Chair- 
man Lee Moffett said that 
studies by the association’s re- 
search laboratory in Portland 
have demonstrated that Larch 
trees, which grow profusely in 
Montana, northern Idaho and 
eastern Washington, produce a 
substance known as arabogal- 
actan. 


Arabogalactan, he said, may 
replace gum arabic, imported 
from the Middle East, as the 
adhesive for pills, candy and 
other dietary products. It also 
has important uses in the ex- 
plosives, paint, ceramic, cos- 
metics, pulp, inks and oils in- 
dustries. It is odorless, taste- 
less and instantly soluble in 
water. 


Moffet said that lab tests in- 
dicate that arabogalactan can 
be produced competitively from 
trim ends, slab and other waste 
products of the sawmill. The 
substance is extracted chem- 
ically so that the waste can 
then be used for fuel, pulp or 
other purposes. 
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3 The plain hard facts prove you save with 
tive 3 
: Ad 
ak- vance- 
ta- D e 
be- esi g n 
3SO- 
es; 
for MORE TRUCK FOR LESS MONEY more truck—or settle for less truck—than you need for 
a . 
lal Compare the list price of a Chevrolet your loads. Bro Piyrty tg gg body, brakes and 
truck with that of any other truck built eS 
ite- to handle the same payloads. You'll 
its find the Chevrolet truck lists for less, yet brings you LOWER, SLOWER DEPRECIATION 
be ruggedness, stamina and great truck features you won't Scennds: thes thet Chbeediéd toda 
meng find in many trucks costing much more. traditionally bring more money at 
or- resale or trade-in than many other 
ing ROCK-BOTTOM OPERATING COSTS makes. Chevrolet's market value stays up because the 
e ! . . . . 
ing Dollar-for-dollar comparisons prove a roe, en ee ‘a ow one convincing proof 
nu- that Chevrolet trucks cost least to own a 
in . and maintain. Valve-in-Head economy 
8 saves on gas, in the 105-h.p. Loadmaster or 92-h.p. 
Thriftmaster engines. Four-way engine lubrication reduces 
wear and oil costs. Rugged construction means long life. 
ENGINEERED FOR YOUR LOADS in sales 
Every Chevrolet truck is factory- 
matched to payload and _ service 
requirements. You don’t have to buy 
ts 
n’s 
th- CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 
int TWO GREAT VALVE-IN-HEAD ENGINES—the shifting e HYPOID REAR AXLE—for duty models e CAB SEAT—with double-deck 
nd 105-h.p. Loadmaster or the 92-h.p. Thrift- dependability and long life e TORQUE- springs for complete riding comfort e VENTI- 
master—to give you greater power per gallon, ACTION BRAKES—on light-duty models e PANES—for improved cab ventilation e WIDE- 
lower cost per load e POWER-JET CARBU- PROVED DEPENDABLE DOUBLE-ARTICU- BASE WHEELS—for increased tire mileage e 
RETOR—for smooth, quick acceleration LATED BRAKES—on medium-duty models e BALL-TYPE STEERING —for easier handling 
re- response e DIAPHRAGM SPRING CLUTCH— TWIN-ACTION REAR BRAKES—on heavy- e UNIT-DESIGNED BODIES—for greater load 
mn for easy-action engagement e SYNCHRO- duty models e DUAL-SHOE PARKING protection e ADVANCE-DESIGN STYLING—for 
ch MESH TRANSMISSION —for fast, smooth BRAKE—for greater holding ability on heavy- increased comfort and modern appearance. 
lo- } CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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In the Market Centers 


TACOMA — Milder weather 
throughout. western Washing- 
ton during the past fortnight 
has proved to be particularly 
beneficial to both log and lum- 
ber production. 


Logging operators through- 
out this area are interested in 
an announcement from Aber- 
deen of two timber land deals 
involving some 100 million 
board feet of standing timber 
and more than one million dol- 
lars. In one transaction, ‘the 


Bay City Lumber Company 
took over a three-quarter inter- 
est in the United Corporation 
and 40 million board feet of 
timber in the Quinault National 
Forest district on which United 
has held cutting rights since 
1950. 


The other deal provided the 
Blagen Mill Co., of Hoquiam 
with 59 million board feet of 
timber owned by Fred Fried- 
lander, R. J. Ultican, Sr., and 
R. J. Ultican, Jr., all of Grays 
Harbor. The timber is in 24 
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tracts in Grays Harbor and Jef. 
ferson counties. 


In other important transac. 
tions, Rayonier, Inc., and four 
independent Forks loggers pur. 
chased for $2,103,718 nearly 
one-half the salvageable timber 
damaged in last year’s fire near 
Forks. Rayonier bought the 
biggest tract, taking 12714 mil- 
lion board feet on 2,725 acres 
for $1,367,800. Frank Henry, 
Joseph Damon, Robert Tuttle 
and Alger Sandberg, stockhold- 
ers in a new plywood plant 
started at Lake Pleasant pur. 
chased another 71,800,000 board 
feet for $736,018. Another sale 
to dispose of an estimated 234. 
300,000 board feet of similarly 
damaged timber will be held 
later this month. 


SEATTLE—Visible evidence 
in this city and its surburban 
areas of widespread home build- 
ing equaling last year is borne 
out by city building department 
figures which reveal that Feb- 
ruary home permits exceeded 
January and virtually equaled 
February 1951. Permits total- 
ing 171 were for single resi- 
dences to cost $1,945,825, were 
taken in February. 


Green fir dimension has weak- 
ened around $2 the past fort- 
night. Other fir items are steady 
but it is generally admitted the 
trade is holding off. Some 
ascribe the weakness in dimen- 
sion to a large number of tran- 
sit cars out and add that this 
situation could be cleaned up 
in a hurry. Kiln dried fir is 
stronger and has advanced $2. 


Dry hemlock lumber con- 
tinues strong due partly to the 
fact that not much is available. 


The shingle market is very 
quiet. Prices dropped an aver- 
age of 50 cents in the past two 
weeks. Good weather has et- 
couraged larger production. 


Ponderosa pine items are 
strong with commons _ firmer 
than selects. Idaho white pine 
is scarce. Sugar pine commots 
are being offered. Dry spruce 
items are steady in demand 
and price. 








KANSAS CITY—The South 
western lumber market showed 
signs of improving in the | 
week as mills marked up price 
about $1 to $2 a thousand on 
common lumber, reflecting 
part a seasonal buying for 
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LUMINALL CALLS A SPADE 
A SPADE 










IT’S TIME 
TO MAKE 
COMPARISONS 





LET’S FACE IT! All, yes all “rubberized” or “latex” 
emulsion paints thin with water. The big difference in Satin 
Luminall is its Concentrated Paste form. YOU add the water! 
YOU pocket the saving! To our best knowledge, Satin 
L.uminall’s Concentrated paint is the only, repeat only type 
really safe from damage by freezing or other deterioration in 
the can, and the only, repeat only type with brushing 
consistency adjustable for different surfaces. 


Satin Luminall Concentrated Rubberized Paint applies easier, 
binds tighter, goes farther, covers better, lasts longer, washes 
cleaner, looks richer. One coat covers! Dries in 20 minutes. 
No unpleasant fumes or fuss. Non-flammable! It’s the Satin 
Finish America loves best in a paint you really can scrub! 
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ADVERTISED IN: 


@ LIFE 

@ BETTER HOMES & GARDENS 

@ HOUSE BEAUTIFUL 

@ HOUSE & GARDEN 

@ AMERICAN PAINT & OIL DEALER 
ee ee ee ee ee es ee ee @ AMERICAN PAINTER & DECORATOR 
@ NATIONAL PAINTERS MAGAZINE 

@ NATION’S SCHOOLS 

@ SCHOOL EXECUTIVE 

@ COLLEGE AND UNIVERSITY BUSINESS 


3611 South May Street 
Chicago 9, Ilinois 
Please send a free copy of the Match-a-Chip 
Color Chart with 50 genuine Satin Luminall 











Paint Chips, facts about Concentrated Paint | @ ARCHITECTURAL RECORD 
eee | @ PROGRESSIVE ARCHITECTURE 

eat pod WHO ein ) @ AMERICAN LUMBERMAN 

PLAN TO PAINT! CIT... 0. Sn ‘ @ BUILDING SUPPLY NEWS 


2p @ 400 NEWSPAPERS 

Luminall Paints chicogo9 © Newark 5 © Los Angeles! 

DEALERS THROUGHOUT THE U.S.A. ... See Clossified Pages, Phone Book. sia acini tal ‘i . 

pi ; my 5 ih p information write Luminall Paints, 
a ree Dept. Al, 3617 South May Street, Chicago 9, Illinois 


o s ; 
Luminall Paints CHICAGO 9 NEWARK 5 LOS ANGELES 1 
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For the man 
with imagination 
and a 3c stamp 








That’s all it takes for you to add 
big profit, non-competing Formica 
kitchen top sales to your business 

. without putting one cent in 
inventory. 


BILT-RITE, America’s foremost 
manufacturer of custom built 
sink and counter tops for the 
kitchen . . . will help you get 
this added profitable business. 


BILT-RITE merchandising builds 

business for you with 

¥ Compelling Display. 

Y Promotion Mailing. 

Y Color and Style Samples. 
Simple guides to help you 
measure and estimate your 
costs accurately. 


Full freight allowance. 
ACT NOW ... WRITE NOW 


BILT-RITE 


LINOLEUM PRODUCTS, INC. 
511 WHITTIER STREET 
N. Y. 59, N. Y. 























placements and building of 
stocks by retailers. 


Finish and flooring, in the 
better grades, however, were 
slow moving and mills had dif- 
ficulty in finding buyers at cur- 
rent levels. 


The weather has been against 
a satisfactory production and 
shipping schedule and mills find 
it difficult to dry lumber. Crews 
are unable to get into the for- 
ests because of the mud, which 
is bogging down machines. 


On the East side of the Mis- 
sissippi, mills are lowering 
prices in some instances to pro- 
mote business, but on the West 
side firmness is manifest in 
kiln-dryed stocks. The price of 
6-inch No. 2 boards ranged 
from $85 to $88 and 8-inch 
stock was $86 to $90, up about 
$1 from levels of the previous 
week. There was no change in 
dimension lumber, with 2 by 4’s 
generally holding about $75 to 
$80, depending on lengths. Some 
mills are asking up to $85 for 
dimension, but they are few in 
number. 


Building activity has been 
very slow thus far this year, 
but the easing in the material 
supply situation promises to 
loosen things up a bit before 
long. Consequently, retailers 
feel like ordering again, and 
this is reflected in more 
straight-car business placed. 


The Federal Reserve Bank of 
Kansas City reported sales by 
171 retail line yards in the 
Tenth District in January was 
7% larger than a year ago. In- 
ventories, however, were off 
ede from the same 1951 pe- 
riod. 


The bank’s building report 


noted that permits issued in the 


Kansas City area in January 
were 26% under a year before, 
and despite an increase in pub- 
lic works and utility construc- 
tion, the decrease in residential 
and non-residential awards re- 
sulted in a 13% overall drop 
for the month. 


Lumber—National 


Lumber shipments of 496 
mills reporting to the National 
Lumber Trade Barometer were 
9.5 percent above production 
for the week ending March 1, 
1952. In the same week new 
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orders of these mills were 0.6 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 44 percent of 
stocks. For the reporting soft- 
wood mills, unfilled orders were 
equivalent to 25 days’ produc. 
tion at the current rate, and 
gross stocks were equivalent to 
53 days’ production. 


For the year-to-date, ship- 
ments of reporting identical 
mills were 7.0 percent above 
production; orders were 11.7 
percent above production. 


Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 83.3 percent above; ship- 
ments were 69.4 percent above; 
orders were 67.9 percent above. 
Compared to the correspond- 
ing week in 1951, production of 
reporting mills was 1.6 percent 
below; shipments were 1.4 per- 
cent below; and new orders 
were 11.3 percent below. 


Southern Pine. 


The production of Southern 
Pine by the 83 mills reporting 
to the Southern Pine Associa- 
tion for the week ending March 
1, 1952, amounted to 15,749,000 
feet or 8.48 percent below the 
three-year average. Orders for 
the week ran to 15,448,000 feet, 
10.23 percent below the three 
average and 1.91 percent be- 
low production. Shipments for 
the week were 16,007,000 feet, 
1.64 percent above production. 
Unfilled orders totalled 46,822, 
000 feet. 


Western Pine 


Production of Western Pine 
and Associated Woods by the 
112 mills reporting to the West- 
ern Pine Association for the 
week ending March 1, 1952, to 
talled 53,244,000 feet. This 
compares to 50,611,000 feet for 
the same period a year ag? 
Shipments for the week ran to 
66,101,000 feet, 24.1 percent 
above production. For the same 
week last year shipments were 
62,818,000 feet. Orders for the 
week were 60,919,000 feet a8 
compared to 63,209,000 a year 
ago. Unfilled orders were ond 
633,000 feet at the week's en@ 
compared to 242,422,000 ‘ 
1951. Gross stocks amounted: 
808,751,000 feet. 
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It.is satisfaction-building lumk er—and 


that means trade-building lumber that 





brings customers back for more. And 


no wonder! Kinzua Pine comes from 





select timber—from Kinzua’'s own tree- 
farm. It is well-manufactured lumber. 
It is scientifically kiln dried lumber. It 
is reliably graded lumber. It is care- 


fully stored and loaded under cover. 





Because Kinzua Pine fits all build- 
ers’ needs, it’s: the best lumber 
any dealer can put in his bins. 
Carpenters, contractors, home and 


farm owners all like Kinzua Pine. 


Order Kinzua Pine in “Architect Designed” window and 
door frames, mouldings, trim. Kinspec panels, Knotty 
Pine Paneling, Common boards and in Fir and Larch 
Dimension and Boards. 


} KINZUA PINE MILLS CO. 








KINZUA, OREGON 


MEMBER NATIONAL WOODWORK MERS. ASSN. INC MEMBER WESTERN PINE ASSOCIATION 
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DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc 
$66 cccenaesuer 165.00 160.00 
° jrain Flooring 
i — seewh wee 130.00 125.00 
TRG op ctesevrvewe 145.00 140.00 


Drop Siding 


1x6 (Pat. #106).145.00 140.00 
1x6 (Pat. #116).145.00 140.00 
“har cocccccvos 125.00 123.00 
1X4 ..cccerees -115-125 120.00 


1x6 1x8 1x10 
SS rer 69.00 72.00 70.00 
No. 2......- 64.00 63.00 62.00 
IO. S cccevie 54.00 57.00 54.00 
No. 1 Dimension 
12’ 14’ 16’ shee 
2x 4 77.00 77.00 80.00 é 
3x 6 76.00 76.00 77.00 81.00 
2x 8 76.00 76.00 76.00 77.00 
2x10 76.00 76.00 76.00 78.00 
2x12 76.00 76.00 76.00 78.00 
No. 2 Dimension 
2x 4 72.00 72.00 75.00 74.00 
2x 6 73.00 70.00 74.00 72.00 
2x 8 73.00 73.00 73.00 73.00 
2x10 73.00 73.00 73.00 73.00 
2x12 72.00 73.00 73.00 73.00 
No. 3 Dimension R/L Only 
DO OM ao Lunas 6 Od. Cee Bae «eee menace 
ES ea, oid ae aed en ee Eee 
Oe Oc ad awe Gs bac eetins Fae renee 
| a ee er rey te to 
a Ee eT ee ee 


The Lumber Market at Presstime 


D 
105.00 


93.00 
105.00 


105.00 
105.00 


80.00 
80.00 


Boards and Shiplap and 2” (Green) 


1x12 

77.00 
70.00 
62.00 


20’ 
77.00 
81.00 
77.00 
78.00 
78.00 


74.00 
76.00 
72.00 
73.00 
73.00 


- 54.00 


















RED CEDAR SHINGLES 
























cars, new bundling, 6’ to 18’ are: 
Beveled Siding, % Inch 


per cent. 
Clear Lattice, 6-16”, 5-10’ 
1/3x 


Py. |) ee 


20 





pals ii 
oe 1 24” 4/2 12.50 
No, 2 24” 4/2 8.50 
No. 3 24” 4/2 5.50 
Perfections - 
No. 1 / 18” 5/2% 9.50 
No. 2 18” 5/2% 5.50 
NOs ~ 33° 5/2% 3.75 
xxxxx ie 
No. 1 16” 5/2 8.25 
No. 2 16” 5/2 5.25 
No. 3 16” 5/2 3.50 


Prices for red cedar siding in mixed 


Clear os ae connor 
%x4 inch ...... 75.00 70.00 50.00 
Zee GO. ocevee 85.00 80.00 70.00 
See 95.00 90.00 75.00 
ee er 120.00 115.00 90.00 
Clear Bungalow Siding, % Inch 
SO ae 155.00 150.00 130.00 
OE ~. «ceed 175.00 170.00 140.00 
eee 190.00 185.00 150.00 
Finish, B and Btr. S82 or 48, 
6’ to 10’ or rough 
PMID Nile cietaee oe te We bebd's o64 eared d 220.00 
BE nd eee a We eels oo heleacwn 220.00 
NAO > 0 i bree bib Sd op oe.o cab & a0 ee 270.00 
Ceiling or flooring, B and Btr. 9-16’ 
B&éBtr. C 
THD ccc ecvcssclemee 10000 90.00 
URE eeeee ee 120.00 115.00 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 


MM 
ans under 4.00—list plus 35 per 
cen 
Listing 4.00 and over—list plus 35 


. - 1.50 
- 1.75 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


WESTERN PINES 


Ponderosa Pine 








5/4 RW 
Selects and 
S2 or 48 4/4 RW 6/4RW 8/4 RW 
C&Btr RL ...255.00 260.00 275.00 
Shop, S28 - No. 1 No. 2 
lp BPS FA ee 45.00 115.00 
ee Pay Se. 145.00 115.00 
Commons 2&Btr. No. 3 No. 4 
S2 or 48 RW 106 RW 72 RW 64 
Lk’ ae. 120.00 85.00 65.00 
BESS We cicves 117.00 85.00 65.00 
idaho White Pine 
Selecin 
s2 ofr 48 1x4 1x6 1x8 5/64 
C&Bir. RL 250.00 265.00 270.00 265.00 
a, are 205.00 225.00 230.00 235.00 
Commons, $2 or 48 No. 1 No. 2 No. 3 
TS re 147.00 135.00 100.00 
PE wae ake 2 ¢ 8c 147.00 135.00 100.00 
Sugzar Pine 
Selects 
S82 or 48 4/4 RW 5/4RW 6/4 RW 
B&Btr. RL. 300.00 300.00 305.00 
ee Seen es oc 275.00 285.00 295.00 
DP Weer Seanweee 255.00 255.00 260.00 
Shop. S28 No. No. 2 No. 3 
oebbnba we 175.00 180.00 85.00 
eae 175.00 130.00 85.00 
eS ie 175.00 130.00 85.00 
OAK FLOORING 
Clear Pin 7§x2% 9§x1% %%x2 %x1% 
White ..190.00 165.00 177.00 162.00 
Red ....195.00 170.00 177.00 162.00 
Sel Plain 
White ..170.00 145.00 167.00 152.00 
Red ....175.00 150.00 167.00 152.00 
#1 Com Pin 
White & 
Red ..138.00 113.00 152.00 142.00 
#2 Com Pin 
White & 
Red .. 75.00 50.00 82.00 77.00 
#1 Com & 
Btr Shorts 
| aa 105.00 80.00 97.00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Bir. ¢ D 
De wes tobdise cee 190.00 180.00 160.00 
Flat Grain Flooring 
, 6 AAA eee 165.00 155.00 115.00 
Se stcceenvaees 200.00 190.00 150.00 
Drop Siding 
1x6 (Pat. #106).195.00 185.00 155.00 
1x6 (Pat. #116).195.00 185.00 155.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...135.00 135.00 140.00 165.00 
No. 2 ... 83.00 88.00 88.00 93.0 
No. 3 ... 73.00 80.00 80.00 86.0 
No. 1 Dimension 
i 14’ 16’ 18’ 20’ 
2x 4 93.00 94.00 96.00 106.00 106.00 
2x 6 89.00 89.00 90.00 100.00 100.00 
2x 8 92.00 92.00 94.00 100.00 102.00 
2x10 102.00 103.00 103.00 111.00 114.00 
2x12 108.00 108.00 108.00 119.00 124.00 
No. 2 Dimension 
2x 4 86.90 87.00 89.00 99.00 99.00 
2x 6 82.00 83.00 84.00 93.00 95.00 
2x 8 82.00 83.00 84.00 93.00 95.00 
2x10 86.00 87.00 87.00 93.00 95.00 
2x12 86.00 87.00 87.00 93.00 95.00 
No. 3 Dimension R/L Only 
(= ee *. ere bee 
oe SMO cccc owe ayy 
we G BELO sec. base ees 
2x19 67.00 .... opis Ke% 
eaee GRO sec. overs 
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REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117.06 
%x 8 V.G. Clear All Heart....... 130.06 
gx 6 V. G. Clear All Heart....... 117.09 
5x 8 V.G. Clear All Heart....... 136.00 
5gx10 V.G. Clear All Heart....... 153.06 
%x 6 V.G. Clear All Heart....... 164.00 
%x 8 V.G. Clear All Heart....... 194.00 
%x10 V.G. Clear All Heart....... 207.00 
%x12 V.G. Clear All Heart....... 211.00 

Note: A grade V.G. Redwood Siding 
approx. $4.00 less for % and %& jp 
above sizes. $5.00 less for % inch ip 
above sizes. 

Anzac Siding 

1x10 V.G. Clear All Heart....... 240.00 
rziz V.G. Clear All Meart. .<...4, 255.00 

Note: Deduct $8.00 for A Grade. 


Finish 


1 Inch Clear All Heart Flat 
Grain Redwood Finish S48 


4 ee ee 145.06 
2... lS eer 185.00 
© BMG Ween cis ce ccccceesvwoak 165.00 
2. | eae 200.00 
ae a een 211.00 
BS. FROM WERE 6 bios scans os cicoweut 226.00 
Note: A grade $10.00 less in above 


widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. & D 
TES , tieomeaereee 150.00 140.00 100.00 
Flat Grain Flooring 
i rere 135.00 125.00 93.00 
er ree 155.00 150.00 100.00° 
Drop Siding 
1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 
ere eee 105.00 100.00 60.00 
UE. a ecariese eb aco 110-120 105-115 90.00 
Boards and Shiplap and 
2” (Dry) 
1x6 1x8 1x10 1x12 
No. 1 . 80.00 82.00 82.00 82.00 
No. 2 ... 77.00 77.00 77.00 17.00 
No. 3... 62.00 .64.00 64.00 64.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 81.00 81.00 84.00 84.00 84.00 
2x 6 81.00 81.00 81.00 86.00 86.00 
2x 8 83.00 81.00 81.00 81.00 86.00 
2x10 81.00 83.00 81.00 81.00 86.00 
2x12 81.00. 81.00 81.00 81.00 86.00 
No. 2 Dimension 
2x 4 78.00 78.00 80.00 79.00 79.00 
2x 6 77.00 77.00 78.00 79.00 79.00 
2x 8 74.00 74.00 75.00 75.00 75.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 72.00 72.00 72.00 72.00 12.00 
No. 3 Dimension R/L Only 
Se, BR A aaa ee 59.00 
3x ROE TOS PT Te 56.00 
BN a6 50S 3d ha orn pin ahio oles lely 
eee ere 51.06 
ree eer at rn 51.00 





ENGLEMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr.. 95.00 100.00 100.00 105.00 
No. 3&Btr.. 80.00 80.00 80.00 82.00 

No. 1 Dimension : 

12’ 14’ 16’ 18’ a 
2x 4 69.00 69.00 69.00 75.00 eH 
2x 6 66.50 66.50 66.50 66.50 ryt 
2x 8 66.50 66.50 66.50 70.50 rt 
2x10 66.50 66.50 66.50 73.50 Lo 
2x12 69.50 69.50 69.50 73.50 73. 

No. 2 Dimension 
2x 4 60.00 60.00 60.00 60.00 ae 
2x 6 60.00 60.00 60.00 60.00 Ht 
2x 8 60.00 60.00 60.00 60.00 60.00 
2x10 60.00 60.00 60.00 60.00 0.00 
2x12 60.00 60.00 60.00 60.00 p 

t flat 


(Boards graded No. 1, 2, 3, eile 
price; no price for straight No. 2 
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do not grade out No. 3 dimension seP4 
rately as in fir.) 











240.00 
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A Whole in One! 


The coming American Lumberman 1952 Dealer 
Products File is the most versatile business- 
building tool ever provided for Lumber and 
Building Products Merchants. 


You can get ready to file away in your perma- 
nent reference library that thumb-worn 1951 
Building Products File. Early in April you will 
receive your 1952 issue—the most complete buy- 
ing and selling guide it has been our privilege 
to publish—over 700 pages of vital information 
that you and your salesmen will find useful 
every day in the year. 


Just six years ago the American Lumberman 
conceived and brought into being the first com- 
prehensive buying and selling manual for the 
light construction industry. As a profit-building 
tool, it was as advanced in the area of merchan- 
dising as the atomic bomb was in the science of 
warfare. 


Like the bomb, it has had many imitators, but 
six years of extensive research assures continu- 
ing superiority in utility and service for dealers 
and their salesmen. 


This year we renewed and increased the pur- 
poses and objectives of this book. 

As a contrast to the architects and engineer- 
ing catalogs in the industry which are designed 
for the specification writer, this book is edited 
for the retail buying and selling people in the in- 
dustry. 

Let us review what it is designed to do for 
you and your salesmen. 


For the retail executive it provides: 

A complete buying guide, listing the manu- 
facturers and wholesalers who are the suppliers 
of everything that is being sold by the lumber 
dealers of the country. It is thoroughly classi- 
fied, departmentalized and indexed. 

A guide to sales-quota building, budgeting, 
costing ane pricing. 

A factual basis for the planning and organi- 
zation of the four elements of retail selling (1) 
advertising (2) sales promotion (merchandis- 
ing) (3) personnel training and (4) personal 
selling. 

A compendium of what the manufacturers 
think the retail executive should know about the 
various materials and products they offer. 

The story of the individual manufacturer’s 
brands, their individual attributes and competi- 
tive sales arguments. 

Detailed knowledge concerning the lines your 
competitors are stocking as well as the brands you 
thoose to merchandise. 

The latest information on money-saving 
‘uipment for yard, plant, store and office. 


Tips on profitable methods of yard fabrication 
of end-use products. 


Burpinc Propucts MERCHANDISER 


EDITORIAL 


A product encyclopedia and counter book for 
year-round use. 

A list of light construction industry associations 
with names of officials of manufacturing, whole- 
saling and retailing groups. 

A check list of profitable items and depart- 
ments that you may heretofore have overlooked. 

A check list of the sales helps which come with 
the merchandise you purchase. . 

_A factual basis for planning special promo- 
tions for each week or month of the year. 

The background for an adequate coverage of all 
12 of your consuming markets. 

The 1952 Dealer Products File will provide 
these things for your sales people: 

A dictionary of the technical terms employed 


by the producers, installers, erectors and fabri- 
cators of building products. 


The translation of such terms into consumer's 
language. 


The answers to the myriad questions consum- 
ers ask about products. 


Data telling how each product is made: 
Complete details concerning the benefits con- 


sumers will receive through buying each prod- 


_ you handle—tells why customers buy each 
item. 


A check list of the tools and accessories needed 
to properly install and service each product. 
Proved techniques for building sales higher 


with suggested related items to be sold with 
each product. 


Suggestions for the most effective way of uti- 
lizing manufacturers’ sales helps and of following 
manufacturers’ leads. 


Suggested time-saving methods of installation 
and construction. 


_— for estimating and construction short 
cuts. 

Special selling points and tips about each line. 

A description of the various sizes, grades, col- 
ors, styles, etc. of each product. 

Methods of inter-departmental coordination 
in selling. 
s check list of the necessary services after the 
sale. 


Lay plans now to get the maximum benefit 
from this great book! 
Put it to work and keep it at work every day 


in the year, building extra sales volume and 
profits for you. 


Possibly you are not getting copies for all of 
your sales people who need them. We are print- 
ing several hundred extra copies which are 
available at $1.00 each—first come, first served. 
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UP FRONT, where housewives are certain to see them, are these kitchenwares, 
gift items, and small electrical appliances (not shown). Department-store-like 
island counters encourage browsing. Cutlery case (right) is glass enclosed. 
Ceiling is doubly illuminated with overall strip lighting plus variable spots, but 
main light comes from huge plate glass wndows. 


The Great Brink Street Expansion 


ON-THE-JOB POWER TOOLS such as routers, drills, sanders, and saws occupy 
island near centralized cash register. Various blade replacements, wire brushes, 
and buffing wheels are accessories of interest to home workshop fans as well 
as builders and contractors. 


The corner of Brink Street 
and Crystal Lake Avenue in 
Crystal Lake, II1l., has been the 
scene of nearly a half century 
of remarkable business growth. 
Most recent evidence is the new 
hardware and tool store there— 
latest of the Rosenthal Lumber 
and Fuel Company’s bids for 
trade in the northern [Illinois 
area. Modern to the last square 
foot of its 45 x 148 foot area, 
it is already setting a precedent 
in successful merchandising. 
For one thing, it openly caters 
to women buyers, though its 
trade is largely in builder's 
tools and hardware. With huge 
plate glass windows on two 
sides, the store hides nothing— 
in fact, exposes everything 
to view, ‘which is one good rea- 
son why it attracts shoppers. 
Nothing seems to have bee 
omitted, either in layout or it 
the number of items on display, 
in the effort to make this store 
as near perfect in design 4% 
possible. 
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MAIN LINE in tremendous stock is builders hardware. Other sections of store BUILDING MATERIALS SECTION 
are devoted to hand tools, farm and garden tools, paints, cleaning supplies has series of panels grouped by type 
(mops, brooms, brushes, etc.). Hardware items are displayed on neat stepped-up and mounted on sliding door tracks. 
counters. Bolts are stored in metal-bottomed drawers with birch fronts and Bob Rosenthal shows how they work. 


plainly read labels. 


System allows considerable variety 
in material samples, but somewhat 
restricts customer’s vision as to how 
finished material will look .on wall. 


46-year-old firm in small town builds new hardware and tool annex 


to. lumber business, with latest in merchandising techniques. Sales volume from 
builders, contractors, and homeowners tops million-dollar mark. 


Third generation takes over. 
President of the firm is Paul 
Rosenthal, third member of the 
Rosenthal family of lumbermen 
toassume this office. Son Bob 
is vice-president and secretary, 
as well as being constantly on 
hand to greet customers. Wal- 
tr Dalton, yard superintend- 
ent, handles lumber orders, 
which he usually turns over to 
yard foreman Erich Wille. Both 
men readily agree that Rosen- 
thal’s has come a long way 
ince its Brink Street begin- 
hings, 

Operation Building Materials. 
Besides lumber and hardware, 
Rosenthal’s vast stock includes 
coal, fuel, heating equipment, 
building tile, sewer tile, cement, 
sand, gravel and other masonry 
tems, insulation, millwork, 
ofing—nearly anything in 
fet that pertains to building. 
Just completed is a large shed 
® the exclusive storage of 
‘vofing materials. Still needed, 
though, is a similar shed for 


BupInc Propucts MERCHANDISER 


QUANTITIES OF CARPENTER and hand tools are kept in order on long 
metal brackets with up-bent tips. All of the wall displays are cove-lighted, and 
may be spot-lighted as well from the ceiling. 
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NEON-LIGHTED SIGNS feature both 
lumber and hardware. Store is little 
over block from town’s shopping cen. 
ter, has plenty of sparking space for 
customers, who. can’t resist well- 
lighted displays of interior. 


2-inch lumber, which so far has 
been left to the weather for lack 
of cover. Likewise on the pro- 
curement list is some mechan- 
ical handling equipment, which 
will probably be in use by 
summer. Except for coal, all 
material handling is done man- 
ually. 

Old timers around the town, 
some of them “recollectin” how 
Rosenthal’s used to be just a 
hay and feed yard, don’t quite 
understand what’s happening to 
the place, what with so much 
glass going up, and_ that 
buttress-like, redwood-planked 
business on the corner—and 
that fancy brick plant box. But 
they like it, just the same. 


SHOP FANS with a yen for owning their own power tools get a chance to 
look them over here. Machines are lined up along main traffic lane between 
front and rear of store, where heating and ventilating equipment is kept. Plan 
books in metal rack offer multitude of projects for hobbyist: 





“i... 


NEWEST ADDITION to store is L-shaped model kitchen. BIRCH CABINETS are tempting alternative to housewife, 
Back-to-back cabinet placement allows customer to com- who is also interested in newest stain-proof and mar 
pare wood and metal types. Touch of realism is added by resistant plastic counter top. Model kitchen is close 4 
color picture of typical lawn scene through kitchen windows on Brink Street side of store, is clearly visible 
window. to passing cars. : 
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That's the secret of its sales 
appeal. The Etling Window 
turns window washing drudg- 
ery into a positive pleasure. 
Just press a tab and both sash 
are within fingertip reach for 
quick, safe cleaning. The pic- 
ture window features station- 


It’s more than just an attractive 
window. Home buyers, builders and 
dealers agree the Etling Window is 
the modern marvel of home building. 


The Etling Window “Swings-In" For Easy Cleaning 





















ary center section flanked by 
in-swinging sash. 


But, that’s not all! The Etling 
Window is jam-packed with 
outstanding features that build 
more sales, peak profits for the 
lumber dealer. 





@ Cartoned or crated singly for 
easy handling. 

© Twindow or Thermopane-glazed 
picture window. 

@ Built of Certified Kiln Dried 
California Redwood. 

@ Simplified installation. 





© Ten smart styles to match every 


@ Competitively priced. 














Carefully tested to assure 
trouble-free operation. 


home plan. 
Nationally advertised. 
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PAVED, SOUTH-EXPOSED TER. 
RACE, double-duty fireplace, two bed. 
rooms, generous window areas, and 
low-pitched roof add appeal to this 
house. Indoor-outdoor living is possible 
here, and high sloped ceiling lends ex- 
pansive air to living-dining area. 896 
square ft. living area; 70 ft. lot recom- 
mended. Plan number LD 216. 
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PLAN 1—with basement. 





CLERESTORY WINDOWS, low 
pitched, built-up roof, high ceilings, 
cross ventilation, plenty of carport 
storage space, and a plan that avoids 
‘the “cracker box” look, makes this 
small house ideal for a couple. 800 
squate ft. living area; 60 square ft. lot 
recommended. Plan number LD 208. 




















PLAN 1—with basement. PLAN 2—with utility room. 
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UTILITY 8-0» 17-0" 


PLAN 2—with utility room. 


















SEPARATE DINING ROOM, three bed- 
rooms, terrace that has its own fire- 
place for outdoor cooking, and relative- 
ly large living area, combine to make 
this house a definite favorite among 
many families. Trussed roof construc- 
tion and simple rectangular plan are 
additional economy features not to be 
overlooked. 1,120 square-ft. living area; 
70 ft. lot recommended. Plan number 
LD 215. 
































cC 





PLAN 1—with basement. 


Four new unit-planned houses that will help you get 
your share of new house starts for the year. The 
house-hunting public will find these among the best 
standardized plans yet devised. 
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PLAN 2—with utility room. 






































PROTECTED SUN POCKET or court- 
yard is special attraction of this house. 
U-shaped plan, with bedroom and liv- 
ing-dining room off courtyard, and good 
use of narrow lot, are also to be recom- 
mended. Carport or garage hides court- 
yard from prying eyes of public. 960 
square ft. living area; 60 ft. lot recom- 
mended. Plan number LD 219. 
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PLAN 1—with basement. 
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It makes good . 
sales sense to keep 
a wide assortment of 
these sturdy Stanley 

Bolts in your stock. They are avail- 
able in a ‘complete variety of types 
and sizes to meet the needs of all 
your customers. Make a’ selection 
from the big Stanley hardware Cat- 

alog.. Your customers will appre- 

ciate Stanley quality. 


The Stanley Works, New Britain, Canin, 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
Hardware * Tools «+ Electric Tools 
Steel Strapping + Steel 
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MISS MILLICENT 
MINSTER, _ book. 
keeper, transcribes 
sales monthly from 
cash and charge 
slips into Customer’s 
Record Book. Red 
dot along left hand 
side of page indi- 
cates a coal custo- 
mer; a blue dot, 
sales of lumber and 
building supplies. 


mid 


Customer’s Record Book 


Finger-tip record of transactions with each 
customer kept in unique book devised by New York 


State dealer. 


“Our customers are our bread 
and butter and the more we 
know about them the better.” 

That is the reason for the 
Customer’s Record Book main- 
tained by W. Yates Lansing, 
Inc., Rensselaer, N. Y., accord- 
ing to Sydney L. Smith, secre- 
tary-manager of the firm. 

The record book, which was 
devised by Mr. Smith, was rec- 
ognized for its excellence in a 
Time and Labor Savings Con- 
test sponsored by the North- 
eastern Retail Lumbermen’s 
Association. 

This is the way the record 
operates. Every category of 
customer of the firm is listed 
alphabetically on _ loose - leaf 
forms, 434” deep and 1014” 
wide. Different color sheets 
designate different types of 
customers: white sheets, farm 
customers; blue, industrial; 
pink, contractor; yellow, con- 
sumer or homeowner. 

These individual record 
forms give the name, address, 
telephone number and credit 
rating of the individual cus- 
tomers; the date he made his 
first purchase with the firm; 
the date and type of direct- 
mail pieces mailed to the cus- 
tomer, and a breakdown of 
sales in these categories: lum- 


ber, builders’ supplies; hard- 
ware, paint and coal. 


Homeowner sales are listed 


‘individually as they occur; con- 


tractor sales are listed monthly 
from the ledger sheet. An esti- 
mated 70% of the firm’s sales 
are to homeowners; 20% to 
contractors and 10% to indus- 
trialists. Miss Millicent Mins- 


- ter, bookkeeper, goes through 


the cash and charge slips every 
month to bring the Customer’s 
Record Book up to date. 


The book is checked annually 
to weed out “dead” customers 
whose slips are filed in the 
back of the book, then returned 
to their alphabetical place 
when these customers become 
“live” again. 

The record sheet tells at 4 
glance what the customer has 
purchased, in what amounts 
and when. The reason for re- 
cording the date of the first 
purchase is two-fold: in any 
customer dispute over allot- 
ments or priorities in time of 
shortage, the record book dis- 
closes indisputable evidence; 
secondly, it gives the firm 4 
chance to send out anniversary 
greetings. Many of the com 
pany’s customers have been 0 
their books for over 20 years. 
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Most helpful sales tool 
ever offered to paint dealers! 


Pitt: .rgh MAINTENANCE 


PiTTsBURGH PAINT dealers every- 
where tell us the Pittsburgh Mainte- 
nance and Buying Guide helps them to 
conduct their business moore efficiently 
and profitably. It provides them with 
ateady and accurate answer for almost 
every painting problem. 
© This comprehensive manual has a 
heavy, plastic-coated cover to keep it 
looking good for a long time even after 
much handling on the sales counter. 
@ It contains a comprehensive index so 
that the dealer and his sales people can 
quickly find the information they want. 
@ Among its contents are complete and 
detailed data about all Pittsburgh Paints 


GLASS ° 
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PITTSBURGH PLATE GLASS COMPANY 


CHEMICALS 


tS oe oo Se a ee oe 


& BUYING GUIDE 


so that customers can be better informed 
about their use and how to apply them 
for best results; information about all 
kinds of surfaces and how to prepare 
them properly for painting; detailed 
list of painting and clean-up aids; com- 
plete catalog of Pittsburgh brushes and 
glass products. 


@ This is just one more example of 
the many ways in which Pittsburgh aids 
its dealers to make more sales and pro- 
fits. If you are interested in this Main- 
tenance and Buying Guide as well as 
in the many other sales features avail- 
able to Pittsburgh dealers, just mail 
this coupon for further information. 


BRUSHES 


pPirtspurcH Paints 


PLASTICS 


en ns age ee et 


Just Mail 
this Coupon! 











! 
| Pittsburgh Plate Glass Company 
| 632 Duquesne Way 
Paint Division—Dept. L-4 
| Pittsburgh 22, Pa. 
l I am interested in obtaining a copy 
1 of your Maintenance and Buying 
} Guide as well as in further infor- 
| mation about the Pittsburgh Paint 
franchise, its products and sales fea- 
; tures, without obligation on my part. 
6 
I Name _ ‘ aitahe 
I 
Address —— 
| 
i CY ee State 


o m= 3 § 
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/EVERY IMPORTANT HAND’'TOOL necessary for the hobbyist is found on 





this neat wall display at Albinson Lumber Company, Worthington, Minn. 


Helping the Tool Hobbyist 


Constructive advice keeps customers coming 
back to Albinson Lumber Company’s shop in Worth- 


ington, Minn. 


Give a mana handful of tools 
and he’s a cabinet maker in 
spirit. 

Helping the amateur over the 
rough spots of construction can 
be a steady and growing source 
of income to the lumber dealer. 
This source is especially valuable 
because the home workshops are 
busiest during the slack con- 
struction period 

Albinson Lumber Company, 
Worthington, Minn., has turned 
this business into respectable 
profits. Without advertising, 
which might have helped, it has 
built its yard, over the years, 
into a headquarters for hobby- 
ists. 


The amateur hobbyist finds 
Harris Johnson, the competent 
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shop foreman, ready to solve 
his technical problems. This 
sometimes means figuring di- 
mensions from rough drawings 
and cutting each piece to fit. The 
hobbyist then takes the pieces 
home and puts them together 
and, as Johnson says with a 
grin, “he (the amateur) built 
%.” 

When the amateur carpenter 
goes to the office to pay his bill 
for time and materials, he is 
confronted with a neat display 
of hardware and equipment— 
everything from: hinges to sand- 
paper. Within a few feet is a 
display of paints and brushés 
to remind him that his creation 
will need several coats of paint. 
And before he can get out of 
the front door he is face to face 


CURTIS ENKE helps Harry Hogan, 
a customer, figure materials for a 
hobby project. 


with an attractive wall display 
of tools. 


Rare indeed is the hobbyist 
who can avoid adding a few 
pieces of hardware, some paint 
and perhaps a tool or two to his 
purchases. Proper display of 
these high-profit items is es- 
sential to profitable handling of 
the hobbyist business, since the 
shop service is run on a narrow- 
profit margin. 

Albinson’s policy is to charge 
the standard price for lumber 
and plywood, plus a 10% cutting 
charge. When an extensive cut- 
ting, fitting or trimming job is 
required, the charge is for ma- 
terials ‘plus time at $2.50 an 
hour. 

Since Worthington is a small 
town, some of the minor cutting 
jobs are done free or for a very 
nominal charge. However, this 
is considered good business, 
since hobbyists are sometimes 
quick to resent high charges 
and equally quick to appreciate 
easy and cheap assistance. 

The real profit for the dealer 
comes from the sale of hard- 
ware, paint and tools to the hob- 
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YOU NAME IT... TEX-LOK covers it handsomely & ruggedly! 


























Hogan, 
for a 
pbyist ; | 
pi > IT'S HEAVY DUTY! 
to hls EY. LOK IT'S DOUBLE COVERAGE! 
ay 0 
ay of j IT'S INTERLOCKING! 
ing of 
ce the , , ae ' 
rrow- TEX-LOK shingles stay put! Concealed nailing at four points plus 
‘ interlocking keeps ’em down—come high winds and heavy weather. 
harge 
amber { NGLE They’re heavy-duty and double coverage — providing more than | 
pe R SH two layers of asphalt shingles over the entire roof area. Fire-resistant, 
job is THE of course—and mighty attractive in either plain or textured 
r ma- ‘ a 
<0 an 700 AY ! surface and beautiful colors. And —TEX-LOK shingles carry a 
Ket name that millions know and trust — Texaco. 

small 
utting 
a very 
-, this 
sinless, TEX-LOK shingles are available in the areas 
atimes currently served from roofing plants located at 
arges Lockport, Illinois; Port Neches, Texas and Port 
eciate Wentworth, Georgia. 
a @ In the Northeast, it’s TEX-LATCH 
dea ri Tex-Latch is similar to Tex-Lok except in method 
har of locking tabs, Tex-Latch shingles are available 
e hob- from the Edge Moor, Delaware roofing plant. ASPHALT ROOFING INDUSTRY BUREAU 
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CUSTOMERS ENTERING THIS STORE from the shop 
find neat displays of hardware, paint and important 


accessories. 


byist. He expects to pay the 
accepted prices for these items, 
which generally carry a good 
markup. 

Johnson finds that most of his 
work requires cutting to size. 
The hobbist may be satisfied at 
first with a rough cut so that the 
material is easier to handle. But 
sooner or later he accepts the 
fact that the shop can save him 
many hours of tiresome labor 








HOGAN ISN’T WORRYING about how Harris Johnson, 
shop foreman, will cut this sheet of plywood, because 


Johnson is an expert. 


by doing the complete job—cut- 
ting, beveling, trimming and 
dadoing. And this work, which 
is time-consuming, carries an 
adequate charge. 

At present prices the hobby- 
ist is reluctant to pay for size- 
able waste and the shop runs the 
risk of an ever-growing pile of 
odds and ends. A clever shop 
foreman will cut this waste by 
careful piling so that pieces can 


be more handily sold or used in 
the shop’s own _ construction 
work. 

Johnson finds that even the 
skilled hobbyist, a rather rare 
individual, sometimes needs his 
help. Recently he devised and 
made a jig to enable a hobbyist 
to glue some odd-angled pieces. 
Willingness and competence in 
the shop helps to keep the hobby- 
ists coming. 
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MADE OF CLEAR, PONDEROSA PINE @ REDUCES 
SAVES TIME — KEEPS STOCKS CLEAN! COST 
heathens ani @ ELIMINATES 
to make it adaptable to all types of archi- WASTE 


tecture. It's accurately and smoothly ma- 
Contact your 


chined. It's packaged for easy handling jobber. Trim. 

and inventory. Keeps it always bright ae ll = 

and clean. alsed jobbers 
only. 


Investigate today. 


Discover how 
Trim-Kit can help your profit pic- <a 


ture as well as your customers! 










Firpine's Products In- 
clude: inside door jambs, 
standard lineal mouldings, 
cut-stock, furniture dimension, 
and other special items plus whole- 
sale service in practically everything 
in Western Softwoods. 


Propucts COMPANY 


P. O. BOX 188 — OSWEGO, OREGON 
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DUOLUX 


Some of the new markets for 


MASONITE DUOLUX 
Display and Sign Shops—cut-outs, hanging 


signs, etc. ! 


Woodworking Shops—cabinets, case goods, 
dividers, store fixtures, novelties and specialties. 


Furniture Factories—case goods, cabinets, 
folding furniture, etc. 


Factories—tote trays, pallets, hand trucks, 
partitions, bin separators, time card racks— 
and as a product material. 


Stores—Displays and signs, fixtures, valances, 
Partitions, curtain walls, etc. 


Homes—Cabinets, doors, partitions, curtain 
walls, awnings, shutters, built-ins, etc. 


BETTER HARDBOARDS FOR BETTER PRODUCTS 
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MASONITE 
PRESDWOOD 


Swoath on, both. pideo.! 


Yes, here’s good news for you and 
your sales force! 


You can pick up a lot of brand-new business 
with Masonite Duolux. Made especially for 
applications with both sides exposed to view. 
Each side is super-smooth. Wonderfully 
receptive io all types of surface finishes. © 


Duolux comes in both Standard and 
Tempered qualities. Each in 4g” and 36" 
thicknesses. 5-ft. widths, too, Available in 
4- and 5-ft. widths, up to 16 ft. long. 


Now-—serve more customers better! 

Now there are—not 19—but 23 types and 
thicknesses of strong, durable, all-wood 
Masonite Presdwood®. 


MASONITE 


CORPORATION 


Dept. AL-324, Box 777, Chicago 90, Ill. 


“Masonite” signifies that Masonite Corporation is the source of the product 
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SAN FRANCISCO 
SEATTLE 

SOUTH BEND 
TAMPA 

TOLEDO 


BRANCH OFFICES 
BALTIMORE 
BIRMINGHAM 
BOSTON 
BUFFALO 
CHARLOTTE 
CHICAGO 
CINCINNATI 
CLEVELAND 
COLUMBUS 
DALLAS 
DAVENPORT 
DENVER 

DES MOINES 
DETROIT 
HOUSTON 
INDIANAPOLIS 
KANSAS CITY 
LOS ANGELES 
MIAMI 
MILWAUKEE 
MINNEAPOLIS 
NEW ORLEANS 
NEWARK 
OKLAHOMA CITY 


MAHA 
PHILADELPHIA 


Ht BUILDING CREDITS 


Your best sales tool—the ABC 
finance plan. Ask us today 


ABC 


RE PROFITS 


Make it a rule to 
quote monthly 
payments ... not 
the cost of the whole 
job. You'll ciose 
more sales on the 
spot... for greater 
profits. And, you 
don’t tie up capital 
when you finance the 
easy, ABC way. 


ALLIED 


INC. 





Property Improvement 
and Modernization 
Financing Specialists 


General Office: Box 3426 Terminal Annex, Los Angeles 54 














NATIONALLY ADVERTISED 


Brown's SUPERCEDAR is nation- 
ally advertised in House and 
Garden, House Beautiful 
and Smal! Homes Guide. 
Cedar closets help sell 
homes—help rent 


apartments. 


PACKAGED 
SEALED 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. 


Largest Manufacturers of 
Aromatic Red Cedar in the world 






[a 
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Brown's sealed pack- 
age protects the aroma 
and makes it easy to stock 
and sell at a good profit. 
Ready for use—dressed, tongue 
and grooved and end matched. 
Write for builders folder and 
consumer booklet. 


Product of : 


Established 1896 

















































































































THE NEW HAN. 
DY PANELS of 
plywood will be 
merchandised 
from this new dis- 
play rack that 
holds more than 
700 square feet of 
plywood. The 
new sizes have 
identifying labels 
that tell the cus- 
tomer at a glance 
the grade and 
price. 





New Handy Plywood Panels 
For Self-Service Selling 


Impressed by the growing 
home workshop market, the 
Douglas Fir Plywood Associa- 
tion has just announced its 
members will begin volume pro- 
duction of plywood panels in 
convenient, small sizes for over- 
the-counter selling. 


And the west coast plywood 


manufacturers are backing the 
step with a well-planned na- 
tional sales promotion program 
which includes many selling 
tools for easy selling by the 
dealer. 


To cut retailer handling time 
to a minimum and build store 
traffic for the new small-size 
panels, the manufacturers are 
offering an island display rack 
that holds more than 700 square 
feet of plywood. Easy-to- 
understand labels on each piece 
of plywood will tell the cus- 
tomer the grade and price. The 
rack occupies only 10 square 
feet of floor space, and placed 
on casters, it can be rolled out- 
side to catch sidewalk traffic. 
Each rack is shipped knocked- 
down with an initial supply of 
sales folders and bright window 
streamers. 


Handy Panels will be manu- 
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factured in both outdoor ply- 
wood with waterproof glue and 
the interior type. Panels come 
in both the “one-side” and “two- 
side” grades within each type. 
And they are offered in a wide 
range of thicknesses in stock 
sizes of 24” x 48” and smaller, 
including such sizes as 24” x 44”, 
20” x 48” and 20” x 44”. Al- 
though developed as_ stock 
items, individual manufacturers 
may offer other standard sizes. 

Both the new, small panels 
and racks are now available to 
dealers from their regular 
sources of supply for plywood. 

To keep stock moving through 
the racks, the manufacturers 
have commissioned Norman 
Cherner, industrial designer, to 
prepare easy-to-follow plans 
for furniture and other projects 
the amateur craftsman cal 
build with the new sizes. These 
plans will be published in na- 
tional magazines and news- 
papers, and the Handy Panel 
idea will be further supported 
by national advertising in lead- 
ing homecraft magazines. Other 
Handy Panel sales aids and 
dealer advertising mats will be 
available for local dealer tie- 
promotions. 
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_ UNITED STATES PLYWooD CORPORATION 


NOVOPLY e MICARTA WELDWOOD HARD BOARD « WELDWOOD GLUE e FIRZITE ee iol 


about these WIZARDS "7" WOOD 


. . that demand for the three specialties illustrated is jumping ahead by © 


leaps and bounds? .. 


. that folks are “hungry” for them.. 


. that dealers 


who feature the displays we provide are astonished at the volume they can 
develop for Firzite, Satinlac and Weldwood Glue. Stock up on all three— 
order these wizards today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 397, 55 West 44th Street ” 


New York 18, N. Y. 








America’s Largest Selling Wood Glue 


WELDWOOD' 
"sm GLUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue— for all 
, wood -to- wood 

bonds. Makes joints 
stronger than the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c and larger sizes. 








Tame that wild grain with 


FIRZITE® 


Over 40 million feet 
of fir plywood are 
sold every week! 
Here’s your market 
for FIRZITE, be- 
cause it’s a “MUST” 
when finishing fir ply- 
wood or any other 
soft woods. Used as 
an undercoat it “tames” unsightly wild 
grain on stain jobs... virtually prevents 
grain raise or checking on paint jobs 

. readies the surface satin-smooth 
for : stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy” look, recommend White 
Firzite on either soft or hard woods.) 








A*Natural” for these modern * natural” finishes 


SATINLAC 


The big modern trend 
is for light natural 
SATINLAU wood finishes. When 
| customers ask you what 

Z¥4 to use, you'll make 
friends by recommend- | ° 
'@ ing SATINLAC. It ‘'” 
brings out and pre- | 
serves the natural 
grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 
low: or darken with age. “Water: 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 






In pints, quarts, gallons. 
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tIncluding Saturday Evening Post, 
Better Homes and Gardens, American | 
Home, Living for Young Homemakers, 
Popular Science, Popular Mechanics, 
and over 20 others. 
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When buying or selling a lumber yard— 


Examine the Tax Liabilities 


By EDWARD R. LUCAS 


The tax structure can play 
Alice-in-Wonderland tricks on 
the lumber dealer who- has 
bought or sold his yard without 
due regard for the effect which 
the transaction will have on his 
taxable income. The same tax 
which applies with impartial 
fairness to the earnings of each 
operating business, may take 
what appears to be a grossly 
unfair bite out of the sum re- 
ceived by the seller of the busi- 
ness. 

Due to terms of the sale the 
buyer, on the other hand, may 
find himself with a dispropor- 
tionately large amount of non- 
depreciable assets on his books. 
His taxes in turn may be sev- 
eral thousand dollars higher 
than might otherwise have been 
the case. 

The refinements of the in- 
come-tax structure do not yet 
make it profitable to violate the 
fundamental principle of sell- 
ing as high, and buying as 
cheaply as possible. They do, 
however, make it necessary to 
bargain not only over the total 
sum to be paid for the business, 
but over the amounts of the 
itemized assets. In some items, 
the interests of the buyer and 
seller do not conflict as sharply 
as in others. 

The amounts of the itemized 
assets will be important to the 
seller primarily because gains 
in some items will be taxable as 
earned income, while others 
will be taxable as capital gains. 
If he makes a profit on the price 
established for his inventory, 
for example, that gain is tax- 
able as earned income for an 
individual ownership. Profit 
made in sale of equipment over 
the depreciated book value, on 
the other hand, would be re- 
corded as capital gain. The 
advantage to the seller lies with 
the capital gains, only 50% of 
which is taxed if the seller’s in- 
come tax is less than 25% of his 
net income. If his tax is 25% 
or over, the capital gains tax 
remains 25%. 

The tax stake of the buyer 
depends mainly on which items 
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are chargeable to direct cost of 
sales, which can be depreciated, 
and which items cannot be 
charged to any expenses of the 
business. Examples of non- 
depreciable items are land and 
goodwill, while equipment and 
the price of a non-competitive 
agreement can be depreciated. 

Knowledge of the tax classi- 
fication of the main types of 
assets is therefore of consider- 
able importance in either buy- 
ing or selling a lumber yard. 
It will enable you to bargain 
effectively in arriving at a mu- 
tually satisfactory figure for 
each group of assets. While 
there is no point in granting 
more to the other party than 
you would gain in tax savings, 
such knowledge will often in- 
dicate at which points it will 
pay to be liberal and at which 
points to bargain aggressively. 

What are the principal classi- 
fications of assets whose sale 
price will affect the amount of 


your taxes, as either the buyer 


or the seller? 
1. Inventory. The book value 


_at wholesale is usually accepted 


as the correct sales figure for 
this item. However, should 
the seller have a quantity of 
slow-moving off-brands which 


_ will have to be reduced in price 


to clear them out of stock, his 
sales figure may be over-valued. 
In this case, the buyer should 
consider that the loss which he 
will take in disposing of that 
merchandise will increase his 
cost of sales and reduce his 
profit, or earned income. 
Normally, the inventory price 
should be reduced accordingly. 
In some cases, however, it will 
be to the buyer’s advantage to 
accept the over-valued inven- 
tory price, particularly if he 
can gain a reduction in a non- 
depreciable asset such as good- 
will. 

If you are the seller and are 
the individual owner, it may be 
to your advantage not to take 
the profit on your inventory 
made possible, perhaps, by price 
increases. The entire profit in 
this case would be taxable. You 
may even take something of a 
loss if by so doing you gain a 
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concession on another item 
which will be taxable as a cap. 
ital gain. If the seller is a 
partnership or corporation, on 
the other hand, profit on inven- 
tory is in the capital gaing 
classification. 

2. Accounts Receivable. The 
same reasoning applies here ag 
to inventory, for both buyer and 
seller. The buyer should of 
course determine the amounts, 
if any, that are in the past due 
category. Here again, he can 
afford to take some loss—if 
concessions are made in a non- 
depreciable item. 

3. Equipment. Since a profit 
in this item is taxed as a 
capital gain, as the seller your. 
yard equipment, store fixtures, 
trucks, etc., should be sold at 
the maximum possible price. To 
keep your records straight for 
the Internal Revenue Bureau, 
however, each item of equip- 
ment should be priced separate- 
ly on the bill of sale. The § 
difference between the selling 
price and the depreciated book 
value should then be reported 
as a capital gain. The practice 
is common, though incorrect, 
of listing items of equipment 
unpriced, with a lump sum total 
figure. Another wise precav- 
tion is to obtain a professional 
appraisal, which will assure 
you that you are getting maxi- 
mum value for your equipment, 
and will enable you to substan- 
tiate your price to the buyer. 

As the buyer, you will of 
course want to get the equip- 
ment at a reasonable price. The 
cost, however, can be entirely 
depreciated over a period of 
time. 











4. Building. The same con- 
siderations apply in setting the 
price of the building. For the 
seller, professional appraisal is 
even more essential than with 
the equipment. Due to increased 
materials and labor costs, a 10- 
year old building may easily be 
worth twice its original con- 
struction cost. 

5. Land. The seller will want 
to get the maximum price for 
his land since this also 1s 4 
capital gain. The buyer, on the 
other hand, will want to get it 
at the lowest possible figure 
since it is a non-depreciable 
asset. From the tax point 0 
view he will be better off to 
pay more for the building % 
equipment and a correspon 

(continued on page 87) 





item 
| Cap. 


na Light 
—_ BUILDERS 
HARDWARE 


, The 
re as 
r and 
ld of 
ounts, 
st due 
e can 
ss—if 
. non- 


profit 
as a 
’ your. 
tures, 
yld at 
se. To 
nt for 
1reau, 
equip- 
arate- 


The | : 
elling ii 


Lo LW of 
a \ 
‘ 

a 


4 fe 
z ————— 
































BUILDING Propucts MERCHANDISER 59 


| book 
0rted € 
‘actice IY N 
nt y GRIFFI 
pment 
1 total 
recau- 
sional For more than 50 years Griffin 
ys hinges have been known for their 
—_ fine materials and workman- Li abe s sta y pu t 
buyer. ship. Griffin hinges are ° 
‘ll of in sash and 
equip- part of a wide variety of light d | d 
The Pies oors glaze 
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cf quality produced by 
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or the © Ri Euery DOOR NEEDS THREE! , 
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n with tions will not loosen its tight, positive grip! 
reased \ Applies easily, sets-up quickly, holds fast 
, a 10- oe from the first! No costly delays. Speeds up 
sily be production for faster deliveries . . . more 
1 con ° 2 profits for you! 
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DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
saie lumber distributors and com- 
mission men who also have built 


their business on years of honest 












dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 


405 Montgomery Street, 
San Francisco4 GArfield 1-7752 
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Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 

rfect answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation. 








WRITE FOR NAME OF NEAREST DISTRIBUTOR) 


EZ-WAY SALES, Inc. 














Customers gaij 
they had never 
seen hardware 
displayed like 
jewelry before. 
This commen 
provided a talk. 
ing point fo 
salesmen who 
pointed out that 
locks and other 
good hardwar 
items are pre¢- 
sion-made just 
like a good watch, 


DID YOU EVER THINK of displaying some of your fine tools and sample 
moldings in a jeweler’s case? J. C. Darby, vice-president and general manager 
of Southern Sash and Sales Co., Sheffield, Ala., hadn’t until he read about some 


jeweler’s cases being for sale. 
in it—complete to the velvet-covered shelves. 


He bought one and put some of his best hardware 


Hardware-Paint-Rubber Tile 





RUBBER TILE 
LAID OUT in 
eight-foot squares 
to show various 
styles and ar- 
rangements coOv- 
ers the entire 
sales floor of the 
Southern Sash & 
Sales Co. The en- 
tire floor is thus 
a definite part of 
the display area 
and. is cleaned 
and waxed sever- 
al times a week. 
A new display 
floor is being com- 
pleted which will 
provide some 850 


additional square feet of 


display with continuous windows on three sides of th 
building. This new addition, reached by a half-story flight of steps from the 
floor, will display stoves, refrigerators and other appliances along with doo® 
cabinets and millwork items. 
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THE PAINT 
SECTION has a 
modern grocery 
store display with 
eye-level mer 
chandise and an 
invitation to self- 
service. Paint 
brushes, thinners, 
sandpaper, paitt 
removers and 
other related 
needs are prom. 
inently displayed 
with the paint 
Comfortable seats 
for the customer 
are available 
while he discuss 
es his paint prob 
lems with the 
salesman. A self: 
service color 
chart is nearby. 
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Fe 
. . « is the Real Answer I 
TS said i 
never ¢ 
ard ware 
“- Cheap gas for home heating is bringing a disposal problem for 
€. + ese 
omment a great number of households that, under previous conditions, would 
“f = have burned refuse in the coal furnace. . . For new homes, this cre- 
ve bs ates an imperative need for a dependable incinerator built in with 
i othe hopper door in the kitchen. For the older home that has converted 
ar wa : 7 . . 
> pred to gas, there are several types of incinerator solution, all described 
aan in Donley literature. 
sample Give your mason customers the added service of Donley Incinera- 
man ‘ : ; sili , 
ut som tor parts, Donley plans and instructions. Eight specifications provide 
— for everything from small cottage to large apartment or industrial 
plant. Donley hoppers, grates, doors, gas burners, etc., are of ad- 
vanced and practical design, with dependable quality. Write for 
booklet. 
ee THE DONLEY BROTHERS COMPANY 
ley with 13928 Miles Avenue Cleveland 5, Ohio 
el mer 
and al 
1 to self: 
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.'S|How much of this business are you getting? 





How many of these markets are you selling now.. and New farm buildings? Show the farmer how he can 
which would you like to sell? frame his barn in less than a day, with Rilco rafters. Show 
A new church? Show the building committee the digni- him why they’re four times as strong as nailed framing. 
fied beauty of Rilco arches. Rilco Packaged Selling gives you a big edge on the whole 
A new gymnasium? Tell the school board they can get farm market. The farmer likes getting everything he needs 
the materials they need, right now, and save on construc- in one order . . . you like the simplicity of one big order. 
tion costs, too. Rilco arches provide wide, clear spans. Get the full story on the new business you can get with 
Rilco . . . mail this coupon today. 





WATERPROOF GLUE is a big selling point, too, especially on 


barns and utility buildings. Show the farmer why Rilco rafters 








will never separate, even under water. And only Rilco uses water- RILCO LAMINATED PRODUCTS, INC. 
Proof glue in a// barn rafters. Booklet on glue comes with other , las . 
Ehformation, when you mail the coupon. 2521 First National Bank Building, St. Paul 1, Minn. 








@ Please send me information on new business | can get 
with Rilco products... plus the new booklet on Glue. . 
des of i 


R f LE i -_ “ - ) 
Address 
in the 


vith door City Zone____ State. 
2521 First National Bank Building, St. Paul 1, Minn. 
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THE 


AMHERST LUMBET 


CAB AND TRUCK BODY are used by The Amherst (Ohio) 
Lumber Co., to carry a complete advertising message. Note 











OY Se 


WHITE SEEMS TO BE a favorite truck color by many building material dealers. 
Lyons Lumber Co., Pleasant Lake, Ind., uses the lion (“Strong to Serve’) as 


its insignia. 


Let Your Trucks Sell for You 


How to paint and label your trucks to attract 


favorable attention. 


Are you using your trucks to 
the best advantage from an ad- 
vertising standpoint? To use 
your trucks as effective adver- 
tisers, they must be (1) clean 
and attractive, and (2) they 
must be labeled to catch the 
eye. 

People will naturally asso- 
ciate the condition of your 
trucks with your place of busi- 
ness—neat and smart-looking 
or otherwise. Your truck colors 
will depend on how you wish to 
present your name before the 
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public. Warm colors—yellow, 
orange and red—attract atten- 
tion and give your vehicles the 
greatest visibility. 


Where to Advertise 


Another important factor to 
consider is where to apply con- 
trasting colors to the best 
advantage. A bright spot 
against a dark or neutral back- 
ground acts as a bulls-eye to 
focus attention. 


Every one of‘ your trucks 
should carry important infor- 


picture of the home on the panel body and the lumber 
and coal plates below it. 


MATERIA‘S 4 
F.OR 


HOME and 
GARDEN 





ADVERTISING SYMBOLS like Lanky 
Planky and Bill Ding are attention 
getters which can be used both o 
your trucks and in your newspaper 
advertising. Full-size models of these 
figures are sometimes used in the 
store to attract attention to special 
promotions. 


mation—and a sales message— 
about your company. The vital 
information is name, address 
and telephone number. There 
are several spots on the truck 
where these can be placed 50 
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VITAL ADVERTISING SPOTS on 
your truck which will attract atten- 
tion. These are courtesy Dodge Divi- 
sion, Chrysler Corp. 


that your business will be ad- 
vertised from any position. 

The most frequently used 
spot is either side of the cab 
doors. The body of the truck 
tan be used to list the chief 
building materials which you 
handle and perhaps your com- 
pany slogan. 


Use of Decals 


In addition, dealers with a 
feet of trucks frequently use 
decals, usually to picture a com- 
pleted home. Once the artwork 
and plates are prepared the 
decals can be lithographed in- 
&xpensively. They will last as 
long as the body finish. 

The colors of yellow, black 
and white seem to be the truck 
colors most frequently used by 
lumber dealers. 
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BIG DEMAND FOR 
NEW 












NEW 
ALUMINUM 
FRAMELESS 
TENSION 

SCREENS 









Sealed Tight... 
Held by tension. 

Exclusive sill bar adjusts 
to off-level silis. 


PROFITS FOR YOU! 


It’s the smart way to cut screening costs, reduce maintenance and 
add convenience to homes and apartments! Sell these- new-type 
Keystone Aluminum Tension Screens for all double-hung windows! 
Cash in now—thousands of prospects! 

Saves 25 minutes per window in installation time. Easily in- 
stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 
able sill bar assures tight fit on uneven windows. Easily replaced 
screening. Low first cost, low upkeep, neat appearance. Investigate! 


KEYSTONE GROWING FAST IN POPULARITY! 


North Carolina Distributor says: “Our volume has 
increased considerably. Builders and consumers 
find it more economical to install Keystone Ten- 
sion Screens. Customer satisfaction proven with- 
out a doubt.” 

Tennessee Distributor says: “Keystone Frameless 
Tension Screens installed in many housing projects 
in this vicinity. These screens far superior both 
in quality, appearance and durability to any other 
type of screen window. Also, most economical.” 
Georgia Jobber says: “Keystone Tension Screens 
are most satisfactory. They have certainly gained 
in popularity. Used on several large housing 
projects in this territory, and countless thousands 
of individual homes.” 


Easy to Install 


ON! 
seND COUPON: 
Cio’ e- 
eystons jn Hanover me COR pony 
; ¥ of 
lig: wats SF nsio® 
w ithost $¥and discmeless To” - sgn ete 
sails, ? Ki 0" ae ee? e° ooo? 
aking es geuee? see oo? 
Firm perert> aoe? yen ek 
Aw of i gate oooe” 
sino ate 
SN cS gett og 
Gwe 


No Rust—No Painting 
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Canadian Lumbermen Elect Officers 


Delegates attending the Western 
Retail Lumbermen’s Association at 
the Royal Alexandra Hotel, Winni- 
peg, elected:. front row, left to 
right, Harold Maguire, director; 
B. F. Stine, president; J. E, Per- 


kins, vice-president, and C. E. Hird, 
director. In the back row, left to 
right, C. E. Ayre, 8S. T. Wake, F. C. 
Manning and W. T. Cummings, 
directors, 





Program Set for 


Arkansas Convention 


Plans are nearing completion for 
the 48th Annual Convention of the 
Arkansas Association of Retail 
Lumber Dealers to be held at the 
Marion Hotel, Little Rock, April 9 
and 10. Advance registrations are 
heavy and all indications are that 
the convention will be the largest in 
the history of the association. 

At the first morning business 
session, President E. E. Bonsteel 
will address the delegates, and the 
secretary’s report will be given by 
E. DeMatt Henderson. Allan T. 
Flint, secretary-manager of the 
association will also speak. 


The afternoon sessions will in- 
clude talks by Phillip Creden, ad- 
vertising manager of the Edward 
Hines Lumber Co., Chicago; W. 
Van Murchie, St. Joseph, Mo., 
banker and Clayton Rand, Gulfport, 
Miss. 


North Dakota Dealers 
Elect Henry F. Lund 


Henry F. Lund was elected pres- 
ident of the North Dakota Retail 
Lumbermen’s Association conven- 
tion March 5 at Bismarck, N. D. 
Other new officers are O. T. Olson, 
vice-president; Maynard Finch, sec- 
retary; John Alsop, treasurer and 
Harold Carlson, Will and Robert 
Parge, directors. 
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Home construction material costs 
are likely to drop a little during 
the coming year. This was the 
opinion of the majority of those 
attending the convention. They 
believe that with most materials 
plentiful only wages could increase 
construction costs. 

Although the dealers expect a 
continued boom in new homes, many 
are looking toward a different mar- 
ket. They believe that the repair 
and maintenance business will be 
more important than previous 
years. Some dealers at the con- 
vention reported new farm home 
construction will increase ma- 
terially, 


Louisiana Dealer 
Convention 


Eight indus- 
try experts will 
stress the new- 
est selling tech- 
niques at the 
Louisiana Build- 
ing Material 
Dealers 32nd an- 
nual convention, 
March 19-20, at 
the Jung Hotel, 
New Orleans. More than 60 manu- 


R. H. SMITH 


‘facturers and distributors plan to 


show their products at the con- 
vention. 


The top speakers will be Norman 





P. Mason, past president of the 
NRLDA; E. H. Libbey, secretary 
of the NRLDA; Martin V. Coffey, 
general sales manager, Phillip 
Carey Mfg. Co.; Leonard E. Read, 
president of the Foundation for 
Economic Education; Arthur A, 
Hood, editor of American Lumber- 
man; Don Campbell, secretary of 
the Kentucky Lumber Dealers 
Assn.; James C. Downs, editor and 
author, and Ruford H. Smith, pres- 
ident of the Louisiana Building 
Materials Assn. 


Mississippi Retail 
Convention 


The Mississippi Retail Lumber 
Dealers Association convention at 
Biloxi, February 18 and 19, set new 
records for attendance and ex- 
hibits, according to E. B. Lemmons, 
secretary-manager. 

Officers elected for the year are: 
W. P. Kelly, president; T. A. Hig- 
don, first vice-president; Robert L. 
Perry, second vice-president; F, H. 
Cannon, national dealer director; 
Earl M. Jones, alternate national 
dealer director, and Sam J. Sim- 
mons, chairman of the finance and 
membership committee. 





The Indiana Lumber and Build- 
ers’ Supply Association, meeting at 
Indianapolis, elected, left to right, 
Robert J. McCutchan, first vice- 
president; David M. Puckett, pres- 
ident, and Howard W. Bolinger, 
vice-president. 


Over 2500 Attend 


Indiana Convention 


With a registration of well over 
2,500, the Indiana Lumber and 
Builders’ Supply Association set 
a new record for attendance, March 
4, 5, 6 at the Murat Temple, In- 
dianapolis, The exhibit hall was 
completely filled with 170 interest 
ing and instructive displays. 

At the dealer breakfast, Gates 
Ferguson, advertising manager of 
the Celotex Corp., presented the 
Building Material Exhibitors Asso 
ciation “Oscar” awards to Harold 
Frantz, Isbell Lumber and Coal (0. 
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and special awards of commenda- 
tion to Frank Taylor, Henry Poor 
Lumber Co.; Julian Moran, Moran 
Lumber Co., and William Rudolph, 
Old Fort Supply Co. 

Over 450 dealers attended the 
final banquet and dance 
Claypool Hotel where they were 
entertained by the Singing Hoos- 
iers from Indiana University, fol- 
lowing the dinner. 


West Virginia Dealers 
Choose Lantz Again 


Clifford L. Lantz, president of 
George A. Weimer and Sons, St. 
Albans, is the new president of the 
West Virginia Lumber and Builders 
Supply Dealers Association. ‘He 
was elected to succeed: Charles B. 
Badger at the group’s 39th annual 
convention held in Charleston. 

Lantz served as head of the group 
in 1940, when living at Logan, West 
Va. He is the fifth dealer to be 
honored by election for a second 
term as president of the association. 
The other four “two-termers”’ were 
W. E. Minter, C. G. Conaway, M. 
B. Spriggs and Charles P. Thorn. 

New directors include J. C. Bor- 
den, Fred C. Savage, and Ralph B. 
Thorn. 


in the. 
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Southwestern 30 Day School 


The fifth annual 30-day building 
materials course sponsored by the 
Southwestern Lumbermen’s Associ- 
ation was attended by 34 students. 






The sessions held at Kansas City 
drew lumbermen from Arkansas, 
Kansas, Missouri, Oklahoma, Iowa 
and Nebraska. 





Hanks New President 


of Intermountain Dealers 


Lincoln F. Hanks was elected 
president of the Intermountain 
Lumber Dealers Association at its 
ninth annual convention at Salt 
Lake City March 3, 4 and 5. Presi- 
dent Hanks succeeds Charles H. 
Bohrer. 


Other officers are: Elmer Brown 
and Melbourne Romney, Jr., vice- 
presidents. New directors elected 
for three year terms will be Stew- 
art Ashton, Clifton G. M. Kerr and 
Charles H. Bohrer, the retiring 
president. 


More than 600 dealers were pres- 


ent for the convention that was 
opened with an address by Gov- 
ernor Len Jordan of Idaho, who 
warned against continued deficit 
spending by the nation which 
“can lead only to national bank- 
ruptcy.” 


Frank Lovejoy, of the Socony 
Vacuum Oil Co., New York, spoke 
on “The Price of the Best is Worth 
all the Rest.” Other speakers in- 
cluded Gates Ferguson, advertising 
manager of the Celotex Corpora- 
tion, Chicago; A. A. Farrington, 
Salt Lake City, Marion Coleman, of 
Pocatello, Idaho, and Mark E. 


Peterson, manager of The Deseret 
News, who was keynote speaker. 
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B.F.Goodrich 






















































Are you getting your share 
of sales to home owners? 
Cash in on this important trend! 
Self-installation of flooring is sweeping the country. 
B. F. Goodrich Asphalt Tile should be recommended for 


all installations where economical, attractive and durable 
tile is desirable, whether on, above or below grade. 


New, and now available for you to sell to customers, 
is the B. F. Goodrich “Self-Installation Kit” containing 


all tools and instructions needed for self-installation of 
Asphalt Tile. 


For descriptive, colorful litera- 





ture on B. F. Goodrich Flooring 
Products, write Dept. L5, 
B. F. Goodrich Co., Flooring 
Division, Watertown 72, 
Massachusetts. 


ch FLOORING PRODUCT. 








RUBBER TILE - ASPHALT TILE - VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 


| correct answer. 100-90% — excellent; 


80-70%, good; 70-60%, fair; 60-50%, 
passing. 

1—Who is offering what 
sales device to encourage small 
plywood sales to consumer cus- 
tomers? 


2—A new gravity-wheel con- 
veyor has been placed on the 
market by what manufacturer? 


3—What manufacturer 
“calls a spade a spade?” 


4—Cotton may be king in 
Memphis, but this name also 
refers to a product you can tie 
yourself up in knots with. What 
is it? : 

5—A product used in the 
kitchen is advertised as being 
“100% sanitary and 100% wa- 
tertight.” What is it? 

6—The fly season is just 
around the corner in many sec- 
tions of the country, so “it’s 
time for the changeover,” says 


| the advertiser of what product? 


7—What is the name of the 
new non-staining wallpaper 
paste now on the market? 

8—Under the new govern- 
ment order M-100, the amount 
of steel available without 4 
permit for a_ single-family 
house was increased by 500 
pounds. What is the total now 
allowable? 

9—You will be interested to 
know that 1951 set a record 
for the amount of money spent 
on home remodeling and addi- 
tions. How much? 

10—There’s a “sweet chunk 
of extra business” in this prod- 
uct, says the advertiser. What 
is the product? 

Answers on Page 87 
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More about the 
Do-It-Yourself Trend 


Since doing a page on the in- 
triguing subject of do-it-yourself, we 
have encountered many instances 
which show the surprising extent of 
the trend. For example, here is an 
excerpt from a Page 1 article by 
Michael J. Saada which appeared in 
a recent issue of the Wall Street 
Journal: 

“A housewife in this city’s (Cleve- 
land) swank Shaker Heights suburb 
recently called a local painting com- 
pany here and asked how much the 
firm would charge to paint her modest 
living room. 

“‘Tt’ll take two painters a full day 
to do the work, lady,’ she was told. 
‘That'll run you between $92.50 and 
$110 for two coats on walls, ceiling 
and woodwork. How about letting 
one of my boys run out and give you 
the exact figure?’ 

“The lady promptly decided to do 
the job herself. It cost her $20.75. 

“This housewife’s action is symbolic 
of a fast-growing paint-it-yourself 
trend among the nation’s household- 
ers. One big paint-making company 
estimates it’s now selling 65% of all 
its home-interior paints to the house- 
holder, the rest to the professional 
painter. A decade ago, the ratio was 
around 40% amateur, 60% profes- 
sional.” 


..- In addition to the saving 
involved, property owners re- 
port 1 measure of satisfaction 
in doing the work themselves. 


Speeding Up Changes 
in Products 


The race among producers is to 
make materials more readily usable 
by amateurs. Once upon a time, most 
of the research attention was di- 
rected at products that would appeal 
to the craftsmen. Now, frequently, 
just the opposite is the case. Let’s 
read a bit further in the Cleveland 
story: 

“Besides the high cost of the pro- 
fessional job, the swing is being sped 
by growing ease of application, via 
easier-to-spread paint and _ better 
spreading equipment. It’s also being 
encouraged by new odorless and 
faster-drying paint. 

“The biggest change on the paint 
scene, manufacturers agree, has been 
the coming of paint with a base of 
liquid rubber instead of the conven- 
tional linseed oil. The rubber-based 
paints contain little or no oil. This 
Mnovation helps do away with the 

Tag in application generally experi- 
enced with oil-base paints. The rub- 

t-based variety will dry in 20 min- 
utes to an hour; oil-based paints take 
vernight to dry. Since the oil is the 
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source of the odor in ordinary paint, 
that smell is eliminated.” 


. - When the ultimate con- 
sumer finds labor costs too 
high for his pocket book: ‘T’'ll 
do it myself.” 


Tool Sales at an 
All-Time High 

Lumber yards that gradually added 
builders hardware, are now selling 
the tools needed to install the hard- 
ware. 

“It’s amazing how many tools we 
sell,” said a well-known lumber 
dealer in commenting on the do-it- 
yourself trend. “When we first be- 
gan to stock them, we catered prin- 
cipally to professional workmen. . . 
Today the bulk of our trade is to the 
so-called amateurs who, by the way, 
are anything but amateurs. My 
neighbor, who is also one of my best 
tool customers, has more than $3,000 
worth of equipment in his spacious 
basement. He can do any remodeling 
or repairing needed around his home 
and claims he does it, not only be- 
cause it is cheaper, but because he 
can do it better. He asks, ‘Why pay 
incompetent workmen today’s scale 
and have them botch up the job?’” 


... It all has a direct bearing 
on the lumber dealers’ future 
merchandising program. 


The "Easy Pay Way’ 
Gains Momentum Too 


Lumber dealers are also paying 
more attention than ever to install- 
ment selling as evidence continues to 
indicate that supply finally is catch- 
ing up with demand. 

In the lush postwar days, it wasn’t 
necessary to worry much about how 
customers were to pay for what they 
bought. That was their problem. They 
had to square up in order to keep 
on getting scarce materials. 

Today it’s different. Many lumber 
dealers have been distressed to find 
a serious slow-down in collections 
and are afraid to press for payment 
for fear of offending customers who 
are being promised they can “take 
as much time as they need” when it 
comes to paying up. 

Installment terms. make it easier 
to sell and keep customers, since the 
emphasis is on the smallness of the 
monthly payment. Most people seem 
not concerned with the number of 
payments required to, liquidate the 
indebtedness. 


... “Easy-to-buy” and “easy- 
to-pay” make a merchandising 
combination that has great con- 
sumer appeal. 


"$5.93 a Month Did It" 


A day or so ago, a neighbor put 
in a new hot water heater. 

“Old one give out?” we asked. 

“No, it was alright. Just too 
small,” he replied. “Every once in 
a while we would run out of hot 
water just at the time we needed it 
most. Then I’d make up my mind to 
get a larger tank. However, I’d keep 
postponing it until it was more con- 
venient to extract $125.00 or $150.00 
from the family budget. That time 
never seemed to come. 

“Saturday when I was buying an 
electric alarm clock at the Power 
Company’s appliance store, I came 
across a display of hot water heaters 
marked . . . $14.50 down, $5.93 per 
month. And in just the size I wanted. 
I sold myself—wrote out a check for 
the down payment and will now have 
all the hot water we need. That as- 
surance is certainly worth more than 
$5.93 a month. 


...- A display room featur- 
ing monthly payments and 
complete jobs holds plenty of 
pulling power. 


Better Pricing Methods 


One of the best things about quot- 
ing prices via monthly installments 
is the fact that it enables prospective 
customers to see at a glance whether 
they can afford to make the purchase. 
The pay-as-you-go method is far 
easier to take than the lump sum 
method ... even for the customer 
who is able to write a check for the 
full amount. Long before this it has 
been demonstrated that people who 
receive their income in monthly in- 
stallments can readily be sold on the 
wisdom of spending it the same way. 

The man who needed a larger hot 
water heater actually didn’t have to 
be sold when the cost of owning one 
was properly presented for his con- 
sideration. When this was done, there 
was little need for high pressure sell- 
ing, follow-ups, or anything else. Nat- 
urally “do-it-yourself” wasn’t in- 
volved in making this particular sale. 
The motivating factor was easy-to- 
pay ... enjoy more hot water with- 
out knowing you are paying for it. 


4 «+» What to do in 52: Com- 
bine as many favorable fac- 
tors as possible in the sales 
program. 


Popular Sales Appeal 


It’s fun for the “do-it-yourself” 
homeowner to shop when the em- 
phasis is put on ready-to-use mate- 
rials, especially when the price tag 
shows the smallness of the monthly 
payments. This popular combination 
will make profitable sales .. . and 
many valuable friends. 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


SEND FOR THESE: 


Roof Decks and Roof Insulation, a 
12-page illustrated booklet, has been 
issued by the Zonolite Company, Chi- 
cago, producer of vermiculite. The 
booklet describes vermiculite concrete, 
and its uses in various roof construc- 
tions. Physical properties of this 
concrete and specifications for several 
types of installation are listed. Ver- 
miculite, a mica-like mineral used as 
a concrete aggregate, provides from 
12 to 16 times as much insulating 
value as sand aggregate, according to 
Zonolite. Designed for architects, con- 
tractors, and dealers, the booklet may 
be obtained free of charge. Write 
Zonolite Company, Dept. AL, 135 S. 
LaSalle St., Chicago, IIl. 


“Where to Buy,” the 1952 edition, 
membership directory of the West 
Coast Lumbermen’s Association, is 
now available for distribution. The 
record production of the sawmills in 
the Douglas fir region of Western 
Washington, Western Oregon and 
Northern California is reflected in the 
largest membership ever shown in the 
48-page directory. Included are perti- 
nent details on each of the 297 opera- 
‘tions named, all designed and arranged 
to help the lumber buyer. Information 
covers capacity, facilities, species and 
lumber items manufactured, as well as 
a growing list of lumber by-products. 
For free copies of “Where to Buy” 
write West Coast Lumbermen’s Asso- 
ciation, Dept. AL, 1410 S. W. Morri- 
son, Portland 8, Ore. 


New Handy Panels titles the folder 
promoting standard small-size ply- 
wood panels now being volume-pro- 
duced by Douglas fir plywood manu- 
facturers. With the colorful new self- 
service display rack also available, 
it is said these handy panels will sell 
on sight. There are hundreds of sales 
prospects: amateur builders and home 
craftsmen, local stores and _ school 
shops, carpenters and cabinet makers. 
The complete Handy Panel package 
includes sales-building window dis- 
play banners, dealer ad mats and spe- 
cial plans and folders. Write Douglas 
Fir Plywood Association, Dept. AL, 
Tacoma Building, Tacoma 2, Wash. 


The Mahogany Book, in its eighth 
edition, is now available to all con- 
cerned with the woodworking indus- 
try. Its size remains the same as in 
previous editions. Heretofore the cov- 
ers have been a_ reproduction of 
Mahogany, each edition in a distinc- 
tive pattern. The cover of the new 
edition shows 12 different finishes on 
Mahogany, from light to dark. These 
illustrate the wide range of finishes 
that are possible on Mahogany, to 
meet modern needs. The 40 color 
plates of the various figures and cuts 
in Mahogany remain the same and 
carry the same numbers used in pre- 
vious editions. These plates are the 
“Bible” in the veneer and plywood 
industry and are widely used in 
architectural and other design speci- 
fications calling for the use of 
Mahogany. 
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The text has been given a new ar- 
rangement with additions and re- 
writes to meet changing conditions. A 
substantial number of illustrations 
have been added or changed and now 
number 70 plates. The Mahogany 
Book may be obtained by writing the 
Mahogany Association, Inc., Dept. AL, 
75 E. Wacker Drive, Chicago 1, IIl. 


The care and maintenance of mova- 
ble partitions is explained in a new 
10-page booklet. It is designed to fa- 
miliarize building owners, supervisory 
maintenance personnel and electricians 
with the methods of cleaning movable 
partitions, servicing the wiring, and 
the hanging of pictures, maps and 
charts. Write the E. F. Hauserman 
Company, Dept. AL, Cleveland 5, Ohio. 


Threshold Handy Reference Book: 
Anyone concerned with design, appli- 
cation or purchasing of thresholds 
will find very complete information 
in this 28-page, pocket size book. 
Illustrated plates show the various 
types of Abrasive Cast, Extruded and 
Rolled Steel Thresholds with cross- 
section drawings and typical installa- 
tion sketches. Various tread surface 
of Ferrogrit, Alumogrit, Bronzogrit 
and Nicklogrit are available in cast 
metal and the aluminum and brass 
extruded are shown in the various 
corrugated, fluted and other types. 
This is the most complete discussion 
of Thresholds ever published. For free 
copy write Wooster Products, Inc., 
Dept. AL, Wooster, Ohio. 


“The Rocket Is Here!” opens a 
forceful broadside announcing Grant 
Pulley’s new Sliding Door Hardware 
Series 1000. (Headroom can be as low 
as one-inch.). The No. 1020 Series is 
for single sliding and bi-parting door 
installations; No. 1030 Series, for by- 
passing multiple doors up to %” thick; 
No. 1040 Series, for by-passing mul- 
tiple doors up to 1%” thick. For copy 
of broadside covering this new hard- 
ware, write Grant Pulley & Hardware 
Company, Dept. AL, 31-85 Whitestone 
Pkwy., Flushing, N. Y. 


The 1952 Lupton Metal Window 
Catalog, just issued by the Michael 
Flynn Manufacturing Company, com- 
pletely details its extensive line of 
steel and aluminum windows for com- 
mercial, residential and _ industrial 
buildings. Featured in the front of 
the 37-page book is Lupton’s latest 
development — “Master” Aluminum 
Windows—a projected type window in 
a special design for schools, hospitals 
and office buildings. Following pages 
fully deseribe Lupton residential, 
utility, commercial, industrial and in- 
stitutional windows, with instructions 
for screening and double glazing. Pro- 
fusely illustrated throughout with 
photographs of actual installations, 
size charts, construction and installa- 
tion details, this new catalog simpli- 
fies the selection and ordering of 
Lupton products. Write Michael 
Flynn Manufacturing Company, Dept. 
AL, 700 East Godfrey Ave., Philadel- 
phia 24, Pa. 





Marbleized Bull Nose Cap 


The S & W Moulding Company 
has just introduced a new, home 
decoration “problem-solver” for 
Mrs. Housewife—plus a slick sales 
aid to help dealers merchandise § & 
W’s popular line of plastic wall tile 
at point-of-sale, Hal Mirvis, gen- 
eral sales manager, announces. Now 
added to the complete Miraplas line 
is a new, “marbleized” bull nose 
cap. This tile-and-a-half long cap 
is used to add a decorative effect to 
the top of plastic tile installations 
in the home. S & W originated this 
convenient size, formerly only in 
plain colors. The new bull nose 
cap is available in all 19 colors 
manufactured by the firm. S & W’s 
new product simplifies the house- 
wife’s decoration problems. It af- 
fords her a neutral, one-color back- 
ground easy to fit into any over-all 
color scheme for a room (i. e., to 
blend with floors, drapes, towels, 
etc.). Choice of plain or marble- 
ized bull nose caps permits her to 
have wall tile with or without 


a feature strip. Matching corners 
also are available in all colors. For 
descriptive literature write S & W 
Moulding Company, Dept. AL, 980 
Parsons Ave., Columbus, Ohio. 





Acoustilite Display 

A new dealer display that occu- 
pies no floor space or counter space 
—that is always moving, yet has 
no motors—is now available from 
Insulite. The new display—it hangs 
suspended from the ceiling—fea- 
tures a sample piece of Insulites 
new Acoustilite perforated tile 
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Protects Outside Paint 


X=-HALER ‘2c. 


(Trade Mark) 









3/4" ( Cornwall XOGAy 5 (: -HALER Mae M ee 
by ia US. ang ¢ Foreign Patent oe tala 
31/2" ee 


Exhales Wall Moisture 


FIREPROOF Aluminum—no rust streaks 
Vent holes on BOTTOM 
CAN'T PLUG UP from insulation or wall dust 


Manufacturer's Money-Back Guarantee on 
Every Box 


Sales Aids—Window streamers, folders, counter dem- 
onstrator, ad mats, envelope stuffers with your first 
case order—on request. 


Sample, information and trade discounts from 


CORNWALL & CO. 


566 East 200th St. CLEVELAND 19, OHIO 











PONDEROSA PINE 
DOUGLAS FIR SPRUCE 


YELLOW PINE 
* 


BAND MILLS - KILNS - PLANING MILLS 


OREGON AND NORTH CAROLINA 
ca 


CARS IN TRANSIT AT ALL TIMES 


Ca lumber 


. from BETTER MILLS 


a HERBERT BATE CO., INC. 
30 CHURCH ST., NEW YORK 8, N. Y. 
Phone WOrth 4-6363 
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For QUICKER turnover 


ano BIGGE Re 2 


HANDLE 
cAbesto COLD APPLICATION 
BUILT-UP ROOF — 


Easily applied by your 
customer, Abesto 
LIQUID, used with 
smooth surface roll 
roofing produces a 
better built-up roof 
at lower cost! 



























The Abesto "Seal of Quality" 
is for your protection. It iden- 
tifies all Abesto products and 
is your guarantee that you are 
offering roofing materials that give the utmost 
in protection from the elements. The reputable 
dependability of the exclusive formulas used 
have been proven by exhaustive tests — both 
in the laboratory and. in the field. Give these 
better roofing products a prominent display in 
your store. It will pay off in extra profits for you! 
Write for FREE Specification Sheets. 

F.H.A. Approved 


ec Abesto 


MANUFACTURING CORPORATION 


MICHIGAN. CITY, INDIANA 
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precision aluminum windows! | 














Choice of Buyers Who Know! 








Metalart precision Aluminum windows are 
available in double-hung, casement and pic- 





ture types. Metalart windows are time-tested oa QUALITY o, Pp 
- continue to operate smoothly without pn, APPROVED 
attention—No Rust, Decay, Warp or Swell. TYPE 





Painting is never required! sty ho epee Ope 


ol Lee eter many ie 


LOOK AT THESE IMPORTANT FEATURES: Handsome lines, functional 
design—more light for a given opening . . . Metalart is the only residential 
window with a sturdy 344” frame. Choice of adjustable Spiral balances con- 
cealed in the sash or overhead mounted stainless steel tape balance. All 
hardware is stainless steel. Picture windows available. Screens available 
either full length or half length with Aluminum frames. 


WRITE FOR 16-PAGE METALART CATALOG: Find out more 
about Metalart merits, including sizes available, installa- 
tion, etc. Metalart Aluminum. window distributorships and 


st oe dealerships available—write for complete details. 


ETAL ARTS MANUFACTURING COMPANY, INC. 
P.O. Box 4144 - Atlanta, Ga. 


Member of Aluminum Window Manufacturers Assn. 


a” 
- 
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A en he 


SENSATIONAL HEW TYPE ®}, 
PAINT BRUSH and ‘ 
ROLLER CLEANER 











NOW Advertised 
Every Month in 
Leading National 

Magazines 


FAST — You can switch your brush to 
another color in a jiffy. 


THOROUGH — Brushes and rollers stay soft 
and flexible—like new. Store dry, ready for 
instant use. 


ECONOMICAL — Can be used over and over. 







GIVE-AWAY SAMPLES 
WITH EVERY CASE 


ORDER PROCESS 33 FROM YOUR 


WHOLESALER TODAY 


15,447,207 


READERS EVERY MONTH 4 





board. Here’s how it works: two 
cut-out display cards are suspended 
by string from a sample of Acousti- 
lite. The tile, in turn, is suspended 
from the ceiling. And normal] air 
currents keep the cards turning. 
This new attention-getting display 
is one of four promotional pieces 
produced to help dealers introduce 
Acoustilite. The others include a 
counter display box which holds 
two pieces of the new tile, a colorfy] 
poster for use on walls or windows, 
and a full-color stuffer devoted to 
all Insulite acoustical tileboards, 
The photograph above shows how 
three of these new dealers sales 
aids look in a suburban Minneap- 
olis lumber yard. Write Insulite, 
Dept. AL, 500 Baker Arcade Bldg,, 
Minneapolis 2, Minn. 





The Berns Air King 20-inch por- 
table, adjustable Exhaust Window 
Ventilator, as well as the Berns 
Air King 24” and 30” Window Ven- 
tilating Fan (Model WV) are all 
now equipped with electrically re- 
versible motors for both exhaust 
and intake use. The Exhaust Win- 
dow Ventilator is primarily de 
signed for use where permanent 
installation is not desired. It has 
easily adjustable sliding side panels 
with a three wing Clover Leaf 
blade and features Sunset Tan grill 
with sparkling chrome trim. The 
Window Ventilating fan is designed 
for installation in top or bottom 
window. The entire mechanism 1s 
enclosed in a smart metal cabinet 
finished in a pleasing Sunset Tan, 
so that it blends with the most 
handsome interior. The unit will 
easily cool an entire home or large 
office. Write Berns Mfg. Corpora- 
tion, Dept. AL, 3050 N. Rockwell 
St., Chicago 18, IIl. 


New Heavy-Duty Engines 


Three new heavy-duty industrial 
engines designed for greater effi 
ciency, performance and operating 
economy are being produced by 
Ford Motor Company. The new 
units, equipped with overhead 
valves, bring to six the number of 
Ford engines especially built for 
industrial applications, all of them 
incorporating newest advancement 
in engine design. Also available 18 
a new Ford Multa-Torque Con- 
verter. It offers all the advantage 
of a fluid coupling plus torque 
multiplication and is design 
absorb shock overloads, prevent 
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stalling under excess loads and 
start bigger loads faster. The new 
engines are the Ford “317”, Ford 
“279” and the Ford “215”. The 
numbers identifying each engine 
correspond to its displacement in 
cubic inches. Write Farm Division 
of Ford Motor Company, Dept. AL, 
=o Schaefer Road, Dearborn, 
Mich. 


New Solid Core Flush Door 


“Tech” is the trade name of a 
new, quality low-cost solid core 
flush door now being produced by 
Plastic-Laminators Company. The 
frm has its modern plant located 
in the very heart of the central 
Appalachian poplar region and offi- 
cials report that only the finest 
Appalachian Poplar goes into the 
manufacture of the Tech Door. 
They also emphasize that Tech 
Doors are especially suited for in- 
stallation where a rugged, high 
strength door is needed reflecting 
the use of first quality materials, 
finest craftsmanship and _ expert 
manufacturing technique. Tech 
doors are trimmed to exact specifi- 
cations so they will fit any wood 
frame or steel buck and finished 
ready for the application of any 
desired finish. Tech Doors are pro- 
tected in shipment by use of the 
company’s own road trailers, which 
make sure orders are delivered 
promptly and in perfect condition. 
Write Plastic-Laminators Company, 
Dept. AL, Toccoa, Ga. 











ad 


New Rubber Baseboard 
Cass Products Company has 
placed on the market a brand new, 
‘purpose, flexible rubber base- 
td. Known as Sani-Base, this 
lew baseboard is quickly and easily 
installed around kitchen cabinets, in 
€ bathroom, laundry, den, base- 
ment, ete. It makes a positive seal, 
faves no crevices where insects can 
ide, ends draft and prevents dirt 
“cumulation under cabinets, ete. 
t cuts with a knife and is applied 
— adhesive that holds it firmly. 
ani-Base is easy to fit around 
“urved surfaces and in odd-shaped 
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QUICK 
ECONOMICAL 
COMPACT 
SAFE 


@ The minute you reduce over- 
head, you increase profits. 


With HARCO Palletized Units 
you can cut your overhead on 
handling flooring 25 percent — 
or more, 


Make this comparison. Total 
the man-hours xequired to unload 
a car of oak flooring the slow, old- 
fashioned way — handling and 
tallying a single bundle at a time. 
Then figure the man-hours when 
you unload a car of HARCO Pal- 
letized Flooring with a fork life 
— handling 750 board feet at a 
# time with each unit carrying its 
own tally of contents. 


You'll find the saving in time 
and labor .. . in dollars and cents 

. a healthy, profitable 25 per- 
cent or better. 


You'll benefit by many other practical advantages 
when you buy your oak flooring in HARCO 
Palletized Units. Send today for illustrated folder 
with full information about these modern packaged 
units, which combine efficiency with economy. 


(a, VEACH-MAY- WILSON, INC. 
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spaces. Choice of decorator colors: 
black, gray, red, blue, green, yellow 
or white. The Sani-Base kit con- 
tains 20 feet of molding, can of 
Sani-Cement and applicator brush, 
plus complete instructions for ap- 
plying. Write Cass Products Com- 
pany, Dept. AL, 6127 N. Cicero 
Ave., Chicago, IIl. 


Home Cooling Unit 


The Coleman Company, Inc., 
manufacturer of gas- and oil-fired 
home heating equipment, has an- 
nounced limited production in 1952 
of a new summer cooling unit for 
use with its Blend-Air heating and 
ventilating system. The new unit, 
to be offered in two and three-ton 
sizes, was developed to provide 
year-round indoor climate control 
for homes and small commercial 
buildings. The simplicity of the 
unit, the absence of special duct 
work since the heating and cool- 
ing units use the same distribution 
system, and its operating efficiency, 
are reported to assure a selling 
price substantially lower than air- 
conditioning equipment now on the 
market. The cooling unit fits on 
top of the Blend-Air furnace which, 
at the turn of a damper, can be 
switched from winter heating and 
ventilation of the home to summer 
air conditioning. Write The Cole- 
man Company, Inc., Dept. AL, 
Wichita, Kan. 





1952 Jet-Tower Dishwashers 


Both styling and engineering im- 
provements are incorporated in the 
Youngstown Kitchens Jet - Tower 
dishwashers for 1952. Featured is 
Hydro-Electric Control, an operat- 
ing system that employs both elec- 
tricity and water pressure to insure 
positive active in each phase of the 
934 minute wash-rinse cycle, Hori- 
zontal embossings across the front 
panel of both the 48” electric sink 
(illustrated) and the 27” dish- 
washer give the units a _ lower, 
streamlined appearance. The porce- 
lain enameled lid is flat, providing 
extra work surface. The rinse spray 
is extra equipment. The upper rack- 





ing basket holds up to 50 percent 
more ware. Engineering improve- 
ments include a simplified, single 
cam timer, carbon sealed pump, 
solenoid operated drain, harnessed 
wiring, and no-splash air gap Jo- 
cated above flood level. The electric 
sink may be plumbed to a single 
drain where the code permits, or 
to a double drain. The undersink 
compartment housing the mecha- 
nism is larger. In both models 
larger cut-outs are provided in the 
floor, and the front panel is remov- 
able. Write Mullins Manufacturing 
Corporation, Dept. AL, Warren, 
Ohio. 


Western Pine 1952 Directory 


The Western Pine association has 
announced publication of its 1952 
Directory of Membership, listing 
member mills, their daily produe- 
tion capacity, production by species 
and a breakdown of staple products, 
factory products and specialties. 
Promotion manager Joseph W. 
Sherar said the new directory, 
dated January 1, 1952, lists more 
mills than at any time in the assgo- 
ciation’s history. It contains ad- 
dresses and sales offices of 350 
mills in the 12-state Western Pine 
region, 23 more than in 1951. The 
directory is printed in two colors 
on 16 814x11” pages and is punched 
for insertion in three-ring binders. 
The member mills are producers of 
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"I'm going home to Mother until you get that roof fixed!"’ 


Wood-Mosaic Co. 


MANUFACTURERS 


African Mahogany — Philippine Mahogany 
Canadian Birch — Canadian Maple — Oak 
Walnut — Poplar — Basswood 


HARDWOOD LUMBER 
Birch — Oak — Walnut — Maple — Mahogany 


Oak — Maple — Birch 


ESTABLISHED 1883 


@ 


Incorporated 


VENEERS 


FLOORING 


GET YOURSELF MORE BUSINESS by using our cartoons in your news- 
paper advertising. There are .104 cartoons on Remodeling, Roofing, 
Additions, New Homes, Etc. Mats come in | and 2 column sizes. 
Also 350 COPY SUGGESTIONS that tie-in with the cartoons on various 
Building items. 


Everybody reads cartoons and these cartoons will really spark up your 
ads with humorous SELLING messages —they don't cost —they PAY. 


You can get the EXCLUSIVE on these 104 cartoons for your city (If 
still open) at small cost. Write for full information today. 


LIL-AD FEATURES, RFD 3, Box 150-A 
Santa Ana, Calif. 











IMPORTERS 
LUMBER AND PLYWOOD 
Teak — Japanese Oak — Japanese Birch 


Main Office and Factories 


5000 Crittenden Drive Louisville 9, Ky- 








Name {.....4: ee AE AE gi cues Ob éoine A6 sia bs pai ne Cake tela BRANCH PLANTS © 
; Huntington, W. Va. Jackson, Tenn. 
GN G8 0 E66 00s Na eee cceceseuveciveur eet vets Woodstock, Ont., Canada 
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Idaho White Pine, Ponderosa Pine, 
Sugar Pine, White Fir, Larch, 
Douglas Fir of the Western Pine 
Region, Engelmann Spruce, Lodge- 
pole Pine, Inland Red Cedar and 
Incense Cedar. Copies are avail- 
able without-eharge. Write Western 
Pine Association, Dept. AL, Yeon 
Building, Portland 4, Ore. 


SATE EN 


SRAwLe amr fa:oe wet 








Sateen 


The O’Brien Corporation an- 
nounces the introduction of Sateen 
—a new, modern wall and wood- 
work finish which is formulated 
with emulsified synthetic rubber. 
This new rubberized paint pro- 
vides an attractive, velvety finish 
on most any interior surface and 
is said to be extremely durable and 
washable. It can be easily applied 
by anyone with brush or roller and 
dries in a very short time. Sateen 
has no objectionable odor and 
comes redi-mixed, redi-to-use. It is 
available in Pearl White and 12 
modern decorator’s colors. New 
color card is available. Write The 
O’Brien Corporation, Dept. AL, 101 
i. Johnson St., South Bend 21, 
nd. 





New Wallace Products 


Illustrations of Wallace Manu- 
acturing Company’s new products 
Were transposed in the January 


4 issue. Top photo reproduced 
heré, illustrates the manufacturer’s 
colorful Grani-lite decorative wall 
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panels that resemble real granite. 
They can be installed with match- 
ing hardboard moldings. Base, 
Cap and Mullion are the three types 
being made. Lower photo shows 
Wallace extruded-aluminum mold- 
ings available in colors to match 
the lines of Wallite and Satin-lite 
baked finish wall panels. The 
moldings being produced are In- 
side Corner, Outside Corner, Di- 
vider, Corner, Outside Corner, 
Divider, Edge or Cap and Tub 
Channels. There are nine different 
colors in each of the two lines of 
decorative panels and moldings. 
For samples of these new products 
write Wallace Manufacturing Co., 
Dept. AL, North Kansas City, Mo. 


New Interior Finish 


An adhesive coating which gives 
a smooth marble-hard finish to wall- 
board interiors, is a plaster-like 
readymix packed in 50-pound bags. 
It requires that only water be added. 
Model houses using the new ma- 
terial, known as Busatti Adhesive 
Coating, are now being shown in 
several large developments in Long 
Island. Builders and home-seekers 
are impressed by the fact that Bu- 
satti’s finish stands hard usage 
while offering a luxury smooth sur- 
face at low cost. The coating is 
applied directly to the rough side 
of plain wallboard without the per- 
forations which are needed to key 









HOW OZAN 
CHECKS ON 
ITS QUALITY 


LEADING 
DEALERS LIKE 
OZAN PINE. 


Yes Sir! 


**. . « The car of lumber 
for which we are here- 
with handing you our 
check was one of the 
nicest cars of lumber we 
have ever received . . 

the quality was excellent 
and the assortment of 
lengths was perfect. . .”’ 


—John J. Kuntz Lumber. 
Co. 


San Antonio, Texas 


**. . « We consider this 
the best car of lumber 
we have had this year, 
strictly up to grade, nice 
and bright, clean in 
every respect and arrived 
in perfect condition. . .” 


—Royerton Supply Co., 
Inc. 


Muncie, Indiana 


Ozan 


THAT OZAN 


WANTS YOU 100% 
SATISFIED! 








includes a 


card like this with every car 
of lumber shipped. 


Ozan wants to know the facts about how well satis- 
fied its customers are with its lumber. 


Customers everywhere approve the quality of Ozan 
Soft Pine — its excellent manufacture, its scientific 
kiln drying, its careful loading in the car. Ozan 
loads each grade and length separately — and a 
steel band is placed around the lumber in each end 
of the car to prevent shifting and damage in transit. 


Follow the lead of other buyers. Stand- 
ardize on Ozan Soft Pine. 


OZAN LUMBER COMPANY 


Prescott, Arkansas 
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plaster mixes. It is reportedly the 
economy of application that makes 
the Busatti mix so attractive to 
small home builders. A team of 
two plasterers and a helper can 
finish off the interior of a six-room 
house (400 yards) in two days or 
less. For descriptive literature 
write Busatti Products Corp., Dept. 
AL, 575 Old Country Rd., West- 
bury, N. Y. 


Floor Vise Holds Large Pieces 


A practical carpenter invented the 
Drop-Klamp to put an end to wres- 
tling with heavy doors, windows 
and plywood sheets. After mount- 
ing it once on a small board, there’s 
no more installing to do, The entire 
unit carries with one hand. All any- 
one has to do is to drop the edge 
of the door (or any flat object) into 
the Drop-Klamp. It’s own weight 
will vise it firmly for planing or 
sawing, hinge and lock work, fitting 
door knobs, ete. A fiber-board liner 
prevents marring of polished sur- 
faces. Even heavy doors can be 
held by one unit. Carpenters—cab- 
inet makers—craftsmen of all types 
are saved a lot of extra hauling by 
hand. Eliminates the need of jig 
supports. The Drop-Klamp holds 
material in a level, upright position 
for convenient working. Write 
Lakeshore Mfg. Co., Dept. AL, 424 
— Ave. So., Minneapolis 1, 

inn. 


“G18! Gaus GWA 


PERSONALITY 


yous hame 


Selector Unit 


Shown here is color chip selector 
unit, with exclusive Color Planning 
Board developed for use with Sig- 
nature Colors. Display kit pro- 
vides 240 combinations of colors 
and formulas from which a lit- 
erally unlimited number of colors 
can be had. The unit is available 
in either cotnter display (24”x 
24”x8”) or with island base (25”x 
25”x36”). Base is arranged for 
adequate and convenient storage of 
color tubes; also for readily acces- 
sible Color Planning Book, an ex- 
clusive and patented Signature 
Color feature. Color chips are pro- 
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tected by hinged lucite cover. Dis- 
play card featuring copyrighted 
“Paint Your Own Personality into 
Your Home!” Signature Color slo- 
gan is personalized with the name 
of the paint manufacturers for 
whose base paints the colors are 
fomulated in a specific market. A 
unique color chip folder, with com- 
plete formula data, is provided 
with the capacity of a woman’s 
pocketbook in mind. Chip folder 
is supplied with perforated section 
for dealer’s record of customer 
name, address and selection de- 
cided upon. Write Custom Color 
Corporation, Dept. AL, 1854 Sher- 
man Ave., Evanston, IIl. 


Keeps Rubber Tile Down 


Use of Nerva-Plast, a cold-set- 
ting rubber cement which holds 
rubber tile in a bulldog grip, now 
makes it possible for the home- 
owner to lay a permanently smooth 
tile floor directly on concrete, wood, 
steel, or other underflooring. The 
adhesive can be applied with the 
regular trowel used to lay rubber 
tile flooring. Its cold-setting fea- 
ture eliminates any need for heat, 
and the tile may be walked on as 
soon as the flooring has been laid. 
Highest moisture areas are said to 
be no threat to tile installed with 
Nerva-Plast, because this cold-set- 
ting cement acts as an effective 
moisture-vapor barrier. Its water- 
proof and moisture-resistant prop- 
erties also save labor and expense 
since it does away with the neces- 
sity of laying a membrane before 
applying the tile. The product is 
so highly resistant to the chemical 
action of concrete, as well as mois- 
ture, that rubber tile installed with 
this adhesive will not rise from 
either cause. Nerva-Plast is flex- 
ible even at sub-zero temperatures 
and so provides excellent cushioning 
beneath the tiles at all tempera- 
tures. Write The Rubber & Plas- 
tics Compound Co., Inc., Dept. AL, 
— Plaza, New York, 





"Yankee" Special 


North Bros. Mfg. Co. of Phila- 
delphia, Pa., Division of Stanley 
Tools, is offering a special tool unit 
for I.R.H.A. Hardware Week only 
(Apr. 17-26) —the regular “‘Yankee- 
Handyman” Spiral Ratchet Screw 
Driver, No. 133H, on which is 
taped a No. 333H Drill Point Set. 
These are two of the most popular 
items in the “Yankee” line. Com- 
bined they’re offered as the No. 
133HW Unit, a traffic builder for 
Hardware Week. The No. 133H 
Driver drives and draws screws, 
and becomes a drill when used with 
the No. 333H Drill Point Set for 
boring small holes in wood or plas- 
tics. This tool has a “quick return” 
spring which automatically returns 
the driver to the proper position, 
ready for the next stroke. Leaves 
one hand of operator free to hold 
work. Handle of driver is glossy 
black; all exposed bright metal 
parts are nickel plated. Four No. 
133H Units are packed in the 
conventional “Yankee - Handyman” 
counter merchandiser. Write North 
Bros. Mfg. Co., Dept. AL, 228 
Lehigh Ave., Philadelphia 33, Pa. 


New Gravity Wheel Conveyor 


The Rapid-Wheel gravity con- 
veyor is specially designed to han- 
dle building supplies in the ware- 
house, retail store, or at the build 
ing site. A choice of many wheel 
arrangements allows the dealer to 
select a type of conveyor that ex- 
actly fits his handling needs. In 
one of the new Rapid-Wheel modi- 
fications, wheels are arranged 10 
form an open channel along the 
center of the conveyor section. This 
permits safe, fast handling of rolls 
of roofing and building paper © 


‘the same conveyor used for moving 


plywood sheets, cartons, plaster 
base, and other building supplies. 
Another type of Rapid-Wheel de 
signed exclusively for handling rol 
materials has the wheels moun 

on the side frames of the conveyor. 
This forms a lane that prev 


supplies from falling off and being 
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Pullman Sash Balances are better 
. more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber . 
dealers selling prefabricated win- 
dows and Pullman Balances asa unit. 








THE BALANCE WITH 
A LIFETIME GUARANTEE 
Every Pullman Sash Balance is guaranteed against 


imperfect workmanship or material during the 
lifetime of the building in which it is installed. 


WRITE FOR LITERATURE 











Majestic 







WES 
EBUVER & 
. APPEAL is 


Mu. Buyer likes this! Trouble- 
some trash literally vanishes 
into thin air with a Majestic 
Indoor Incinerator. Throw in 
wet and dry garbage, waste 
paper, floor sweepings, empty cartons—all that hard- 
to-dispose-of household refuse. When filled, light it 
with a match and forget it. No added fuel necessary. 
Unique downdraft assures complete burning. Easy 
to install— merely taps into furnace flue without 
affecting furnace efficiency. Best of all, it’s guaran- 
teed! Other fuelless and gas fired models available. 


Wuite today giving the name of your distributor. 
The Majestic Company, Inc. 


303-A Erie Street Huntington, Indiana 


iy 


INDOOR INCINERATOR 


Model 30 


Nationally advertised building products over 45 years 
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You'll Sell More 


Quality Sink Top Installations 
When You FEATURE eee 





100% SANITARY -EASILY INSTALLED 
100% WATERTIGHT - COMPLETELY 
SELF-SEALING 


You sell more because you have more to offer. Your cus- 
tomers will appreciate HUDEE'S watertight and sanitary 
features and you can confidently guarantee a perfect 
sink-top installation every time. Use HUDEE features as 
a leader in your sales of sink cabinets, sink tops and com- 
plete kitchen remodeling jobs and profit "ALL-WAYS." 


Cross-section shows how the sink top 
covering, sink frame, and’ sink bowl 
are efficiently combined to make a 
self-sealing unit. Interlocking lug and 
frame serve as sink hanger. Tighten- 
ing screw forces bowl securely under 
the inside flange of frame and pulls 
outside flange tightly over the sink 
top covering. 


PAT. 2,440,741 
f= 





DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Welbis 2 Selek ah Gor 


MANUFACTURERS AND DISTRIBUTORS 


225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 
IN CANADA— WALTER E. SELCK AND CO. LTD. ~ TORONTO 


75 

















damaged in transit. Many other 
Rapid-Wheel modifications are of- 
fered to give “custom-made” re- 
sults at no increase in price. Write 
The Rapids-Standard Company, 
Inc., Dept. AL, 342 Rapistan Build- 
ing, Grand Rapids 2, Mich. 


Decal for All Wood Surfaces 


The perfection of a special type 
improved decal for marking and 
decoration of unfinished or coated 
wood surfaces has been announced 
by the American Decalcomania 
Company. Called the “Stiktite’”’, the 
new type decalcomania provides 
maximum adherance to all types of 
wood surfaces—whether smooth, 
course, or even rough. The decal 
is durable, washable and will not 
chip or peel. Easily and quickly ap- 
plied with water alone, it offers im- 
mediate adhesion to any wood sur- 
faces. It also allows immediate 
packaging of the product after the 
decal is applied, without any worry 
of its coming off. The “Stiktite” 
can be printed in any number of 
bright vivid colors—any size or 
Shape. Write American Decalco- 
mania Co., Dept. AL, 4344 Fifth 
Ave., Chicago 24, III. 




















Customer Chooses Either Model 


Harris Products Inc. announces 


alternate features on its corner 
cabinets. Customer may now 
choose either model of the Harris 
cabinet and order it completely 
knocked down, or with a fitted and 
assembled sash and door. The cus- 
tomer also has a choice of single 
or double doors, and may have his 
cabinet with or without back en- 
closures. So that dealers will not 
be obliged to carry a large stock, 
Harris has arranged immediate de- 
livery by common carrier truck. 
This means that dealers need order 
these cabinets only as they are sold. 
Any cabinet can be assembled very 
quickly, then painted or stained. 
Write Harris Products Inc., Dept. 
AL, Amherst, N. H. 
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Swing-Away Garbag 
Container 


The Leigh Swing-Away Garbage 
Container is a smartly styled unit 
that fastens to the inside of the 
kitchen-cabinet door. When the 
cabinet door is opened, the outer 
container with the (10 qt.) remov- 
able pail, swings out where it is 
easily accessible. The container 
cover pops up automatically when 
door is opened; when door is closed 
the cover closes tightly and smooth- 
ly. A simple trip mechanism oper- 
ates the cover and prevents cover 
from striking front of cabinet. Can 
be installed in a matter of min- 
utes. Complete unit is built of 
heavy gauge metal with the outer 
container painted in white enamel. 
Write Leigh Building Products Di- 
vision, Air Control Products, Inc., 
Dept. AL, Coopersville, Mich. 





Furni-Kits Available 


Now available to dealers, Furni- 
Kits represents a striking advance 
in the “finish-it-yourself” furniture 


field. The, Furni-Kit line consists 
of more than 20 different tables, 
bookcases, chairs, etc., that anyone, 
including the average housewife, 
can quickly assemble. No tools are 
needed for assembly since each kit 
has been precisely pre-cut and pre- 


fitted at the factory. Photos here 
show the No. 11 Furni-Kit chair- 
side lamp table, both assembled and 
laid out in kit form. A pamphlet 
of finishing helps and assembly 
instructions is also provided. Furni- 
Kits are made up of clear top-grade 
birch and oak veneers and plywood, 
in impressive slabs 134” thick. 
They are also available in Philip- 
pine mahogany. All edges and cor- 
ners are clean and sharp. No 
further sanding, trimming, scrap- 
ing, etc. is required. The customer 
may use a natural, stained or paint- 
ed finish. For copy of catalog write 
Specialty Tools Company, Dept. AL, 
Appleton, Wis. 


r 





Rubberized Paint Developed 


Demonstrating the washability of 
a new rubberized finish introduced 
by Pittsburgh Plate Glass, the 
young lady, using mild soap and 
water, has removed ink, mercuro- 
chrome, lipstick, rouge and crayon 
from half the panel. The finish 
may even be scrubbed because of its 
non-porous film. This new interior 
paint has unusual decorative qual- 
ities combined with the rugged 
durability and washability of an 
enamel and yet possessing the ap- 
pearance and usefulness of a fiat 
wall paint. The new product, to 
be known as Wallhide Rubberized 
Satin Finish, is described by E. D. 
Peck, General Paint Manager of the 
firm, as having properties never be- 
fore obtainable in a wall coating. 
Apply by brush, spray or roller on 
any interior wall or ceiling surface 
including new or old plaster, paint, 
wallpaper, wallboard, brick, con- 
crete, cinder block, wood, or prim 
metal.” Mr. Peck also pointed out 
that Wallhide Rubberized Satin 
Finish will fill a special need for 
hotels, hospitals and other institu- 
tions where quick drying of paints 
is an important factor. The finish 
dries in one hour. It will be fur- 
nished in 12 standard colors. Write 
Pittsburgh Plate Glass Company, 
Paint Division, Dept. AL-551, Pitts 
burgh 22, Pa. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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want to buy 
or sell? 


Let American Lumberman help you to buy 
or sell through its Classified Advertising 
section. 


American Lumberman can represent you 
nationwide to some 25,000 prospective buy- 
ers! Classified Advertising can handle most 
anything, if it is Machinery or Lumber, 
Businesses For Sale or Business Opportuni- 
ties, Situation Wanted or Help Wanted, or 
whatever else it may be. 


And we do all the work for you! Just send 
us your ad and if you wish we'll keep every- 
thing confidential by using a box number. 
Check ‘the classified pages for rates or 
write us. 
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WHY WASTE 


MOVING RR CARS 
BY YESTERDAY'S METHODS ! 



























Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car 
Puller, to move 1 to 20 & 
cars bulging with build- 
ing supplies! No groan- 
ing, no sweating, no 
back-breaking...no in- 
juries, no truck break- 
downs, no downtime § 
losses! Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 
years without oiling or other attention... and it 
costs so little! You'll be amazed how it boosts 
‘production and profits. You'll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A. 





SILENT HOIST & CRANE CO., 860 63rd ST., BROOKLYN 20, N.Y 


YES 
HORNER 
FLOORS .\ = 

can take PN : 


Whirring whee on roller skates — or 
crunching big ones on industrial trucks — find 
a fighting match in HORNER Northern Michi- 
gan MFMA Maple Flooring. It won’t chip, 
dust, splinter or sliver. It’s tougher and denser 
muscled — made so by Northern Michigan’s 
rigorous climate and by Horner's expert 
processing. 

Sell homes, schools, institutions, industries. 
Sell with confidence. Sell HORNER Flooring. 
Write, wire or phone (Houghton, Mich. 852) 
for quotations on your jobs, 


HORNER FLOORING CO. Pa iy 
215 MAPLE AVE., DOLLAR BAY, MICH. i MEMA Ji 
“eh LU Shey: 


ll | R \ ) the oldest 


name in 





Hardwood Flooring 
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New ne Headboard 


The new bookcase headboard 
unit in the Aristo-Bilt ready-to- 
paint line is shown here with two 
additional four-drawer chests. The 
headboard comes in both full and 
twin sizes and can be used with 
either the Hollywood type bed or 


the traditional bed frame. The fur- 
niture is made of highest grade, 
clear, selected Ponderosa Pine, 
sanded satin smooth. Every piece 
of Aristo-Bilt is packed in an indi- 
vidual carton with special inner 
packing for added protection. 
Aristo-Bilt is correlated. Its pieces 
offer endless possibilities for mix- 
ing, matching and easy adaptation 
to the widest variety of space re- 
quirements. The wonderful things 
you can do with this quality line 
of ready-to-paint furniture are il- 
lustrated in a special booklet. Write 
Salmanson & Co., Inc., Dept. AL, 
1107 Broadway, New York 10, 
N. Y. 





NEW SALES *** NEW PROFITS with 


ow! 


COLOR-TONED; 


CZ 


WOOD SEALERS 
for Interiors 
and Exteriors 


AETNA 
PRODUCTS 


Plywood Panels 
Mahogany 
Walnut 
Birch 
Fir 
Pine 
Prima Vera 
and many others 


Standard sizes up to 
48” x 192” 


24 hour shipping service 


Complete line Glues, 
Sealers, Bleaches 
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Sales-getting Counter Display with real 
wood panels finished in REZ Color-Tones. 


Here’s a new line of color-toned wood sealers 
that will really bring you new profits, because 
REZ Color-Toned Sealers accomplish a two- 
fold purpose. 


First, you sell the REZ itself, because it pene- 
trates, seals, and tints the wood at the same 
time. It does not conceal the wood grain, but 
instead intensifies its natural beauty. 

Second, you sell more plywood, because Color- 
Toned REZ solves a long-felt problem of your 
customers. Color-Toned REZ makes it easy for 
the home workman to color and seal at the 
same time — saves work; saves money. 

REZ Color-Toned Sealers come in five nature- 
inspired tints: Driftwood, Sage, Redwood, 
Cedar, and Mahogany. 


Send your trial order TODAY! 
Counter Display, illustrated at top, 
is FREE to dealers handling REZ 
Color-Toned Sealers. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue 


Chicago 22, Illinois 
ARmitage 6-7100 


BRANCH WAREHOUSES: Grand Rapids 7; Indianapolis 2; Rockford 


. AETNA--PLYWOOD FOR EVERY PURPOSE 
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YOUR WAME 
YOUR MESSAGE 


"Screen - Broadcasts" 
Spot Movies 


An information folder pertaining 
to Spot Movies is available for the 
asking. “Screen Broadcasts” Spot 
Movies are film commercials . 
powerful, visual Master Salesmen 
for your product or service. They 
get results. Year-round planned 
campaigns offer wide variety of 40- 
second “Screen Broadcasts.” These 
broadcasts aim their selling direct 
to the people you want to reach in 
your own area. Two-thirds of each 
“Screen Broadcasts” features what 
you sell. .. One-third features your 
store name and location. Your in- 
vestment is about one cent for every 
three persons who will see, hear, 
read, and understand your sales 
message. By using Spot Movies, 
you become a part of the big shows 
with Hollywood top talent attract- 
ing audiences . .. at no cost to you 
. . . for story or production. For 
copy of descriptive folder, write 
Motion Picture Advertising Service 
Co., Inc., Dept. AL-3, 1032 Coron- 
delet St., New Orleans, La. 





Shadowedge 


A new product, called Shadow- 
edge, designed to enhance the ap- 
pearance and provide added insulat- 
ing value to asbestos-cement siding, 
has» been introduced by The Rub- 


eroid Co. The new product is 4 
tapered asphalt double coursing 
strip (size 12” x 36”), approxl- 
mately 1/16” thick at the head and 
5/16” thick at the butt, which 
thrusts the lower edge of the siding 
shingle forward, creating a rich 
deep-shadow thick-butt appearance 
which is so desirable for shingl 

sidewalls. In addition to creating 
improved sidewall appearance, 
Shadowedge, according to the al- 
nouncement, is essentially an as 
phalt weather strip, providing 00 

added insulation and more effective 
protection against weather. It may 
be applied over any type of boa 

lumber, plywood, gypsum, fibre 
board or other form of sheathing 
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For The TIMES AHEAD .... 


Money Invested In A PAW LUSONIN Is Insurance of ENDURANCE 


A rugged, dependable, fest veniltiie of more than a thousand uses 


Compound Mitering - Cross Cutting - Rabbeting - Dadoing - Ripping - Shaping 
Fluting - Ploughing and many more operations are possible using this versatile 
machine. Write for further details. Immediate Delivery on 2 to 744 HP 


A STURDY SAW MADE TO MAKE MONEY FOR YOU 


“Oven MEDIA MACHINE WORKS, INC. 


Est. 1922 632 Park Ave., Media, Pennsylvania, U.S.A. 


HILL-BEHAN | 


LE 
TLRS Mee acct WHOLES . 


5601 Elston Ave. 6515 Page St. MILL sHIPMENT S 


CHICAGO 30, ILL. ST. LOUIS 14, MO. 


a cosas =n WESTERN & SOUTHERN LUMBER 
AND ALLIED PRODUCTS 


























Distributing Yards in | 
Chicago and St. Louis 2-2. 














VAD RADA ANAL AA X 7 4 


Sgeen BEHIND THE MILLS — THE CONNOR TIMBER STANDS 
Facilities to Serve You 
DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per C Oo nh N Oo f 
charge. 


“LAYTITE” 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 






Under Roof. Assures you quick 4% 
Shipment Regardless of Weather. wee Maple and Birch Flooring 
in Cartons 
x (or regular leagths ia bundles) 
THERE IS NEVER A LET DOWN ao 
IN OUR QUALITY- xX) Senattbaniiinie 


PRECISION MANUFACTURE 


modern flooring 


M. F. M. A. SPECIFICATIONS 


Th O) The Ralph L. 


Ly, 
/ / M 
; ‘ $4 


Lumber Company 


Forest Products Since 1872 


CONNOR 














LUMBER and LAND COMPANY XX 
ANDERSON, @ DB CALIF. — wane 
: / gre raid immense ry 
— nap = Canby, California Oy ee 2M ho aration poe eg RXXX q 
es : r iforn ) : : Sat st ‘ 
a ce: Anderson, California > ee oe 
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material. While designed primarily 
for use with asbestos-cement siding, 
it may be used with any other type 
of shingled or lapped siding. Write 
The Ruberoid Co., Dept. AL, 500 
Fifth Ave., New York, 36, N. Y. 





Plastic Sealer 


The Armstrong Company intro- 
duces Kwik-Seal, the new plastic 
compound of 101 home, farm, and 
commercial uses. It is the product 
of five years of Armstrong re- 
search. You use Kwik-Seal for 
sealing cracks around bath tubs, 
lavatories, or kitchen sinks — for 
filling cracks and nail holes in 
walls, ceilings, floors, baseboards, 
window frames, cabinets, etc.—for 
pointing joints in plastic or metal 
tile. It is easy to apply: squeeze 
out like toothpaste—then smooth 
surface with fingers or putty knife. 
Kwik-Seal dries quickly with hard 
satin-white finish; takes paint 
beautifully as soon as dry. It does 
not discolor adjacent materials, or 
chip, crack or crumble with time. 
There is no unpleasant odor, and 
the product is non-injurious to 
hands. Kwik-Seal adheres perma- 
nently to any surface such as plas- 
ter, stucco, wood, glass, ceramics, 
tile, metals, etc. As an introduc- 
tory promotion, the manufacturer 
is offering two mightly attractive 
deals. Write The Armstrong Com- 
pany Dept. AL, 241 S. Post Ave., 
Detroit 17, Mich. 





New Arborite Patterns 


Four new patterns, Natural Ma- 
hogany, Golden Rift Oak, Gray Rift 
Oak and Blonde Mahogany are be- 
ing added to the present 30 colors 
and patterns now being manufac- 
tured by the Arborite Company, 


Ltd., Montreal, Canada. The new 
patterns, called Arborgrains will 
have the same construction features 
as all previously introduced Arbor- 
ite patterns. These include a 
double-thick Melamine surface, re- 
sistant to mild acids and alkalies, 
heat and moisture. Arborgrains are 
also cigarette-proof. Available in 
4’ x 8 and 2’6” and 8’ panels, 
Arborgrains can be easily installed 
with ordinary household tools, us- 
ing rubber base adhesives and lip- 
type moldings designed to accom- 
modate 44-inch wallboard material. 
The new Arborgrains are especially 
attractive and adaptable for use in 
dens, recreation rooms and kitchens, 
and in offices and public buildings 
of all kinds where matching counter 
top and walls with existing furni- 
ture and wall treatment is desirable. 
Write J. A. Davies & Company, 
Dept. AL, 314 Straight Ave., S. W., 
Grand Rapids 3, Mich. 





With or Without D. O. Ratings 


Whiting-Adams Company, Inc., 
has two lines of Dextron paint 
brushes—one for the trade supply- 
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PRESIDENT 


W. GUY FLAVELLE 
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W. E. FLAVELLE 
TREASURER 
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| FLAVELLE CEDAR LIMITED 


SUCCESSORS TO THURSTON-FLAVELLE LIMITED 


Manufacturers of 


B.C. Red Cedar Lumber 
and Shingles 


PORT MOODY, B.C., Canada 
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ing consumer or home-user type 
varnish, wall and sash brushes made 
of pure Dextron bristles which re- 
quire no D. O. Ratings. The other 
line is designed for the professional] 
painting contractor and is made of 
a blend of Chinese bristles and Dex. 
tron—identified by the company’s 
Crusader brand and blue and silver 
handles. These brushes do require 
D. O. Ratings. The new Crusader 
Bristle-and-Dextron blends are re- 
ported to give the same perform- 
ance as pure-bristle brushes in paint 
holding capacity, smooth spreading 
ability, easy working qualities, rate 
of wear ... and at prices lower 
than all-pure bristle prices. For 
facts about this new bristle ma- 
terial developed solely for paint 
brushes write Whiting-Adams Com- 
pany, Inc., Dept. AL, 690-710 Har- 
rison Avenue, Boston 18, Mass. 











Non-Staining Wallpaper Paste 


Home handymen and professional 
home decorators alike are hailing 
the introduction of a new type of 
wallpaper paste which takes the 
waste out of paperhanging. Called 
Supercel, the new product is the 
first American-made, non-staining 
cellulose wallpaper paste. Chief 
among its features is the non 
staining property which enables the 
paperhanger to wipe it off paper 
without leaving marks or smears— 
even off deep-toned papers. Im- 
proved slip is also an advantage of 
the new paste, giving more time 
to move the paper around in order 
to fit seams and patterns accurately. 
When dry, it gives greater adhesion 
to assure tight fitting wallpaper. 
Unlike ordinary pastes, Supercél 
does not ferment or settle in solu- 
tion. It can be mixed in any qual- 
tity desired and kept in solution for 
as long as needed without going 
“sour” or requiring remixing. 
is unaffected by mildew, tempera 
ture changes, or vermin. It 
cleans easily off tools and brushes 
without gumming. Write the Reat- 
don Company, Dept. AL, 7501 Page 
Ave., St. Louis 14, Mo. 
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Since 1993 


YOUR LUMBER SOURCE 
FOR 


SOUTHERN PINE ~ SOUTHERN HARDWOODS 
WEST COAST WOODS 
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Dealers—it will pay 
you to investigate 
the top quality lum- 
ber products and 
service offered by 
W. T. Ferguson Lbr. 
Co. You can’t beat | 
Ferguson for value. 
Call, Wire or Write 
Ferguson today for 
your lumber needs. 
St Louls. Missour! 


enao—cren 8646 
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Note to lumber dealers everywhere: 


Make big profits by 
selling Kentile for 
Self-installation 


e OFFER your customers the country’s fastest-selling 
flooring product . . . the Asphalt Tileeverybody knows 
and wants! Sell quality-famous Kentile for low-cost 
home installation and build the profitable business 
that comes from volume over-the-counter sales. 

For full information, contact your local Kentile 
Sales Representative or write any of the conveniently 
located Kentile, Inc. offices listed below. 


KENTILE. 


The Asphalt Tile of Enduring Beauty 





KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York © 350 Fifth 
Avenue, New York 1, N. Y. © 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio 
225 Moore Street, S.E., Atlanta 2, Georgia * 2020 Walnut Street, Kansas City 
8, Missouri © 1440 11th Street, Denver 4, Colorado * 4532 South Kolin 
Avenue, Chicago 32, Illinois ° 1113 Vine Street, Houston 1, Texas 
4501 Santa Fe Avenue, Los Angeles 58, California ° 95 Market Street, 











Oakland 4, California ° 452 Statler Building, Boston 16, Massachusetts 













1 
Lumber dealers do BIG BUSINESS in Vandy-Craft 
Garden Products and Certified Kiln-Dried Califor- 
nia Redwood Patio Furniture. Midwest and eastern 
dealers enjoy BIG savings on F.0.B. shipments 
from our Michigan and Minnesota craftshops, 


(Left) No. 528 Rose Trellis—one of a wide assort- 
ment of beautiful, sturdy pleces in the Vandy-Craft 


line of trellises. 
Shipped from Michigan or Texas craftshops, 


The Vandy-Craft line includes: Pergolas, 
Arches, Fencing, Bird Houses; Plant Boxes, etc. 
America’s Largest Assortment of Garden Goods. 


Redwood Furniture for 
Outdoor Living 


America is moving outdoors. 
Now is the time to move in 
on new volume and profits 
with Vandy-Craft Patio furni- 
ture—chairs, : Bar-b-q tables, 
lazy Susans, Umbrella tables, 
etc. made of Certified Kiln- 
Dried Redwood Exclusively. 


WRITE FOR CATALOG 
See Our Year-Round 


Merchandise Mart Display 


EDWARD A. VANDY 
Merchandise Mart Chicago 54, Ill. 
Sales Representative for ADELPHIAN MILL- 
CEDAR LAKE MILL - COLLEGE MILL - MAPLE- 
WOOD CRAFT SHOP 














NAMES IN THE NEWS 





PET Advertising and Promotional Plans Announced 


John L. Baker, 
executive vice- 
president and di- 
rector of sales, 
(left) and A. W. 
Miller, Jr., presi- 
dent, highlight 
1952 advertising 
and promotional 
plans before 40 
PET Tool repre- 
sentatives from 
United States and 
Canada at recent 
two-day sales 
conference. 

In addition to 
the introduction 
of new selling 
tools, the confer- 
ence was also de- 
voted to posting 
the representa- 
tives on new de- 
velopments and 
additions to the 
Zephyr and Su- 
per duty lines, in 
the form of actual 
demonstrations. 
20, Ill. 





te i, 
ween: 013i 


Write Portable Electric Tools, Inc., 335 W. 88rd St., Chicago 





Wedgewood Paneling Exhibit 


Georgia-Pacific 
Plywood’s Wedge- 
wood display was 
exhibited at the 
recent Illinois Re- 
tail Lumber Deal- 
er Association 
Convention, at the 
Sherman H otel, 
Chicago. The 
group in the pic- 
ture participated 
in a drawing for 
the winner of the 
GPX portable bar, 
shown in the 
right hand corner 
of the photo- 
graph, which was 
given away each 
day during the 
convention. ‘Left 
to right: Glen 
Richardson, 
Grand Avenue 
Lumber & Sup- 





ply Company, Waukegan, IIl.; Clyde Brownson, Greyer Brownson Lumber Com- 
pany, Aurora, Ill.; Don Smart, Waukegan Lumber & Coal Company, Waukegan, 


lil.; June Anderson. 





New Flush Door Plant 


Planned at Varnville 


A new manufacturing plant with 
100 employes will be built in Varn- 
ville at an early date to continue 
manufacture of flush doors presently 
being produced by Plywoods Plastics 
Corp. in ey ge S. C., which is 
discontinuing the manufacture of its 
nationally advertised flush doors. 

The proposed plant will take over 
manufacture of the flush doors now 
being made by Plywoods Plastics, 
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a subsidiary of Westinghouse Elec- 
tric Corp., on about May 1. It will 
have capacity of 2,000 to 3,000 doors 
a day. The firm will be headed by 
E. F. Behr of Hampton, as president 
and general manager, with Bernard B. 
Blitz of New York City as vice- 
president in charge of sales. L. J. 
Williams of Yemassee and Varnville 
will be chairman of the board of 
directors, which includes Horace W. 
Phillips of Hardeeville; Mr. Behr, Mr. 
Blitz and George Warren of Hampton. 
Sam T. Everett of Hampton will be 
secretary-treasurer. 





‘Universal Window Opens 
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Plant at Austell, Ga. 


Opening of a new plant of the Uni- 
versal Window Corporation at Austell, 
Ga., has been announced. 

George E. McCachren, who formerly 
was a salesman for Universal Window 
working out of the home plant of 
the company in Charlotte, N. C., is 
executive vice-president and manager 
of the new Austell plant. Austell is 
located just outside Atlanta. 

Housed in a 12,000 square foot 
building, the new plant will specialize 
in the manufacture and distribution 
of the Universal Weatherseal Window 
Unit, which has won wide popularity 
among_ lumber-and-building-supply 
dealers in the Carolinas. Doors, 
screens, trim and related items will 
also be warehoused and distributed, 

The Austell plant will serve dealers 
in Georgia and also in parts of Ala- 
bama, Tennessee and Florida. Sales 
will be exclusively to dealers from 
Austell as well as from Charlotte, 

The Austell company and the Char- 
lotte company are separate corpora- 
tions, but both are controlled by the 
same group. 


Armstrong Cork Ups Rubber 
Tile, Cove Base Output 


Virtual completion of a major ex- 
pansion and modernization program 
at the Armstrong Cork Company's 
South Braintree, Mass. plant has 
been announced by H. Dorn Stewart, 
assistant manager, Armstrong’s Floor 
Division. The expanded facilities will 
result in rubber tile production in- 
creases of from 60 to 70 percent and 
the resumption of production of top- 
set rubber cove base. 

Mr. Stewart said that while maxi- 
mum production of rubber tile and 
cove base will not be reached until 
June, substantial increases will be 
made during the next 30 to 60 days. 
At the outset, he said, rubber cove 
base will be manufactured in plain 
black only, although other colors will 
be added at a later date. 


Wood Window Sales Clinic 
Sponsored by Malta Mfg. Co. 


Sixty representatives from six job- 
ber outlets met in Malta and Zanes- 
ville, Ohio, February 15-16 for the 
first annual Wood Window Sales 
Clinic sponsored by The Malta (Ohio) 
Manufacturing Company. 

Following a tour of the Malta 
plant, the group met in Zanesville, 
Ohio, for a series of shirt-sleeve 
business sessions. The clinic 0 
with a welcoming address by James 
G. Boden, vice-president and general 
manager of the firm. Lawrence Alex- 
ander, plant superintendent then de 
scribed the manufacture of M 
frames. S. C. Richter, the Chicag? 
representative of the Ponderosa 
Woodwork Association discussed t 
merits of wood versus metal for wil- 
dow frames. A presentation of 
Malta advertising and sales — 
tion campaign for 1952 was made by 
Harold W. Wellinger, account exec 
tive on the Malta account for, td 
M. Miller, Inc., Columbus, Ohio, a 
vertising agency. Vern E. Gone’ 




















the Malta sales representative bel 
charge of jobber relations, d 
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THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


a er 


Rainelle, W. Va. 

















/ HEATHER BRAND 
OAK FLOORING 


IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


Finish, Boards, Dimension, 
Ceiling, Siding 
















An Invitation to Exhibit At and Attend 
the 


NEW ENGLAND HOME SHOW 


and 


MODERN LIVING EXPOSITION 


Mechanics Building 
BOSTON, MASS. 
May 3 to 11 


An unprecedented opportunity to reap prospects—sales—profits. 
Spaces limited. 


Write Today 


NEW ENGLAND HOME SHOW 
250 BOYLSTON ST., BOSTON 16, MASS. 


Sponsored by: 


HOME BUILDERS ASSN. OF GREATER BOSTON 
BOSTON REAL ESTATE BOARD 
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Our 


Ozark 


ing ru 


For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
Our Ozark Brand Oak Flooring is 


from selected stock, properly sea- 
in Moore Cross-Circulation Kilns. 
plant is modern throughout and 


machine work unexcelled. 


Brand Oak Flooring is expertly 


graded in accordance with NOFMA grad- 


les. 
Try Ozark Brand 


Oak Flooring 
You'll like it. 


THE OZARK OAK FLOORING CO. 
aa 

















Top 


” New 6- 


Reputable Sales 
H. G. Dowson 
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cn aoa Woods 


Co. Inc., we're in better position than 
wer to serve you. 


Let us demonstrate. 


P. O. Box 707, Medford, Oregon 
Phone: Central Point, Oregon 1091 
Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., inex 
Jackson Creek Lumber Company, Inc. 


Quality 












rn ao mill 


® Ponderosa 


/ New planing mill Pine 
A New dry kilns © Sugar Pine 


With the completion of the new band Ld Douglas 
mill, . pnelts mill and dry kilns of our - 
subsidiary, Southern Oregon Planing Mill Fir 


A ithceal 







Representatives Throughout the Nation. 
A. W. Lingaos 
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the new Malt-A-Matic unit, its sales 
advantages and construction features, 
and listed the jobber benefits that 
would result from stocking and sell- 
ing this new unit. 

A highlight of the clinic was an 
open discussion of the manufacturing 
and marketing problems of wood win- 
dows. 

It is expected that similar clinics 
will be held with jobbers in other 
areas and perhaps the program will 
be catended to dealers and their sales 
representatives. 


































Lowe Representatives Conduct 
5-Day Sales Training School 


The Lowe Brothers Company, paint 
and varnish makers, recently con- 
ducted a five-day sales training school 
in Dayton, Ohio for new sales repre- 
sentatives in the firm’s sales organiza- 
tion. 

The training school, which was un- 
der the general direction of Mark 
Pennell, sales engineer, is held each 
year to inform new salesmen about 
Lowe Brothers’ distributing. and mar- 
keting system, products and manufac- 
turing facilities, and current sales and 
advertising programs and policies. 

Included in the group were branch 
managers, branch outside salesmen 
and trade salesmen from each of the 
firm’s six district areas. 


A plant-wide tour was made by 
the sales group during the first day 
meeting. On the following days 
executives conducted sessions outlin- 
ing various operations which affect 
product sales and merchandising. 
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New Plant of Self-Storing Window Company 


This new building with greatly im- 
proved production facilities for the 
Self-Storing Window Company, Inc., 
affords 20,000 square feet of office and 
factory floor space, plus expansion 
space of 60,000 square feet. The new 
structure will house general offices 
for both local retail and national 
sales as well as assembly facilities. 

The Self-Storing Window Company, 
5901 Wayzata Blvd., Minneapolis, 
Minn., manufactures the Self-Storing 


Raymor line of windows, a floor-to- 
ceiling porch and breezeway en- 
closure. 


One of the primary purposes of 
the plant expansion program is to 
offer complete service on aluminum 
windows to greatly expanded distri- 
bution areas. Production facilities 
have been increased tremendously 
with the new plant in order to assure 
prompt delivery of the Raymor units, 





Sloane-Blabon Plans Extensive 
Koroseal Tile Promotion 


Sloane - Blabon Corporation will 
launch an all-out spring promotion on 
Koroseal Tile, it was announced by 
Jack Young, marketing manager. Be- 
ginning April 27, advertisements will 
appear nationally in full color in Sun- 
day supplements in 27 cities and in 
black and white in a number of mar- 
kets where color is not available. The 


newspaper circulation will total more 
than 17 million for each insertion. 
Coverage will be extended to 27 addi- 
tional cities through the use of 30- 
second spot announcements on tele- 
vision four times a week over each 
station. 

Emphasis will be placed on Koroseal 
Tile Special, one of the three weights 
of Koroseal, a vinyl plastic product. 
The other two weights advertised will 
be Koroseal Tile Supreme and Koro- 
seal Tile Deluxe. 












Trade Mark 








Registered 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 


















RAIL and HURDLE 


FENCE 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with satioeally hows 


PENTA PRESERVATIVE 
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py Fd 


English Type = 


YOU SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 








S for YOU! 


ECONOMY 
FLOORING 













@ 25/32 x 2” 
@ 2nd Grade 
e 3rd Grade 











Savings up to 30% with Diamond Hard 3rd 
grade Maple flooring—in remodeling jobs 
or lower cost homes. Savings up to !5% 
with 2nd grade. 


For heavy duty jobs there is no better flooring 
than Diamond Hard 5/4” x 2” or 21%”. 












J. W. WELLS LUMBER CO. 


Menominee, Michigan 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 
Mfrs. of (PINUS 


Genuine WHITE PINE STROBUS) 


Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 


Rough or Dressed 
Special. White Pine Dry Short Shorts. 
C.Sel. & B. 4/4 to 8/4, 3“&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3’&wider x 13/71”. 


Sawmills — Braeside and Temagami, Ontario 














1842 Member N-A. W.L.A. 1952 








Gives Siding Jobs Improved 
Protection and Appearance 





On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 











D. M. McCuintock LumBer Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 











To HELP You Cash In On 
Today’s Modernizing Jobs 


For houses, schools, churches, office buildings, stores, 
factories. Single and double “V” pattern, 3/8” thick 
by 3-1/8”, 5-1/8”, 7-1/8”. Length 3’ and longer — 


odd lengths. 
S 0 | j d Ask about our New ‘Character 
Paneling 


Marked"' %'' White Ash Pan- 
elling. It's an attractive item. 
White Ash 
Red.Cypress 
Philippine 
Mahogany 











MIXED CARS , 


Paneling, Kiln Dried 
Yellow Pine Shed Stock 
and 

AROMATIC 

Red Cedar 

Closet Lining 


Robert 0. Foerster Lumber Co., Inc. 


P.O. Box 6012 Florida 


Jacksonville, 


Phone 2-3642 
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AV t $30 to $50 A MONTH 
IN LUMBER ANO LABOR 
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30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 
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Mount Vernon Brand is unex- 
celled for quality -- precision 
manufactured from select South- 
ern Hardwood stock in our own 
modern flooring plant. 


OAK 
* 


BEECH 












Also kiln dried 
hardwoods. Mod 
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Mobile River Saw Mill Co., inc. 


MT. VERNON, ALABAMA 


























A message 
about the many 
uses of Fiberglas 
products in the 
home was told 
through the 
Owens - Corning 
Fiberglas Corpo- 
ration exhibit 
displayed at the 
National Associa- 
tion of Home 
Builders Conven- 
tion in Chicago. 
The boot h—20 
feet long, eight 
feet high and four 
feet deep—shows 
recently - devel- 
oped Fiber glas 
cavity wall insu- 
lation and other 
types of home in- 
sulation; acousti- 
eal tile and roof 
insulation; 


Fiberglas Products in the Home 


Fiberglas marquisette curtains, 





Coronized draperies and lamp 


shades; plastic chairs and decorative paneling reinforced with Fiberglas. A 
large picture “blowup”, showing home appliances and other items using 
Fiberglas insulation, also was included (right). 





New Marlite Panels Featured in Convention Exhibit 


The new Mar- 
lite Velwood and 
Hi-Gloss panels 
are displayed in 
this colorful con- 
vention, exhibit of 
Marsh Wall Prod- 
ucts, Inc., Dover, 
Ohio, subsidiary 
of Masonite Cor- 
poration. The dis- 
play contains 
large samples of 
the entire Marlite 
line. 

An eye-catching 
feature is, the row 
of full-color 
lighted pictures 
of Marlite instal- 
lations. These are 
flanked by re- 
prints of ads, 
typical of Mar- 
lite’s comprehen- 
sive advertising 
campaign in consumer magazines. 

Marsh factory representatives are 








present at all Marsh exhibits now 
being seen at various 1952 conventions. 





Third Meeting—Builders 
Hardware Club of No. Calif. 


Jointly sponsored and founded July 
10, 1951 by the Architectural Hard- 
ware Consultants, National Contract 
Hardware Association, the Builders 
Hardware Club of Northern California 
held its third meeting February 13 
at Moose Hall in San Francisco. 
Guest speaker for the occasion was 
Adon Brownell, sales manager, Lock- 
wood Mfg. Co., Fitchburg, Mass. The 
Builders Hardware Club of Northern 
California, with a total membership 
of 250, the largest of its kind in the 
country, turned out 140 members to 
hear Mr. Brownell, correctly named 
a dean of the builders hardware busi- 
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ness. He is the author of “Taking 
the Mystery Out of Builders Hard- 
ware” and is widely known and deeply 
respected by the trade. Musical en- 
tertainment was provided during the 
cocktail hour and raffle prizes were 
donated by the Schlage Lock Com- 
pany, Marshall-Newell Supply Com- 
pany and Dunham, Carrigan & Hay- 
den Company. 

An engraved ship’s bell, presented 
by David Winslow, local representa- 
tive of H. S. Getty Company, was 
received for the Club by Charles S. 
Smith, president of the Club and 
district manager of The Stanley 
Works. 

Headquarters of the Club are lo- 
cated at the Monadnock Building in 
San Francisco. 


‘ advertising manager. 
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AFPI Prepares Children's 
Educational Shows 


The Mutual Broadcasting System 
is servicing a series of 18 children’s 
programs dealing with forestry and 
tree farming. The educational series 
of 10-minute programs, entitled “Ad- 
venture on Thunder Hill,” was pre. 
pared by the Education Division of 
American Forest Products Industries, 
The story is built around the advan- 
tures of a little tree, “Peter Pine,” 
as he grows to maturity on a Tree 
Farm, 

As the story progresses, various 
phases of wise woodland management 
and forest protection are stressed, 
The program began March 1. It is 
carried each Saturday by Mutual net. 
work stations. 


Ludman Corp. Launches 
Nation-Wide Sales Campaign 


Ludman Corporation of Miami, well- 
known manufacturer of wood and 
aluminum awning-type windows and 
glass jalousies, has launched a sales 
campaign on a _ nation-wide scale. 
This campaign will include the most 
progressive advertising program ever 
instituted by any manufacturer in 
this field. Extensive advertising space 
in many of the country’s leading 
architectural, building materials and 
consumer publications will. be con- 
tracted for. 

The following Ludman products will 
be featured in the over-all Ludman 
advertising program as initiated by 
Houck & Co. of Florida, Inc.: Auto- 
Lok Windows, available in aluminum 
or wood, Windo-Tite Glass Jalousies, 
and Ludman Jalousie Doors. How- 
ever, the Auto-Lok Windows, both 
aluminum and wood, have been estab- 
lished as lead factors in the over-all 
national advertising program. 

Outstanding feature of lLudman 
Auto-Lok Windows is the patented, 
“perfectly-balanced” Auto-Lok hard- 
ware. The manufacturer emphasizes 
the distinct advantage of Auto-Lok 
operation plus a remarkable degree of 
weather-tightness in Auto-Lok Win- 
dows ... and the many separate and 
desirable features of awning-type 
design . . . have been responsible for 
Ludman’s growing prominence in the 
building materials field. 


Zonolite Plans Second 
Billboard Campaign 


The Zonolite Company, Chicago, will 
launch a second coast-to-coast 
sheet billboard campaign this yeal, 
it was announced by Philip R. Strand, 
It will be 4 
cooperative effort, with local dealer 
tie-ins, as was the 1951 campaigt, 
which was the first of its kind in the 
building supply industry. 

The Zonolite Company produces 
vermiculite, a fire-proof material used 
as loose fill insulation and as plaster 
and concrete aggregate. 

Again, the campaign will plug the 
theme “Do It Yourself and Save. 
It will show how a homeowner Cal 
insulate his attic in one afternoon for 
as little as $67.60. Most boards 
appear during the peak fall seaso!, 
but posters will be up in lesser degree 
throughout the year. 
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Half Interest Sold 
in Standale Lumber 


Half interest in the Standale Lum- 
ber & Supply Company, Grand Rapids, 
Mich., was purchased by Kenneth 
Holtvluwer from John C. Koppenol, 
formerly sole owner of the firm. Mr. 
Holtvluwer, who has been associated 
with Jurgens & Holtvluwer men’s and 
boys’ store, will devote full time to 
the new business. 

Mr. Koppenol will remain as a part- 
ner with Holtvluwer in the lumber 
enterprise. 


Greenwood Elected Celotex 
Vice-President 


The Celotex 
board of direc- 
tors, at their an- 
nual meeting in 
Chicago, Febru- 
ary 19,elected 
Marvin Green- 
wood as a vice- 
president of the 
corporation. Mr. 
Greenwood was 
employed by Cel- 
otex in 1925 and 
his progress with the company always 
has been identified with the sales de- 
partment. Successively he has served 
as assistant to the sales manager, 
manager of the St. Louis Sales Divi- 
sion and assistant. general sales 
manager. 

In 19389 Mr. Greenwood was ap- 
pointed general sales manager and 
sales of Celotex Products have in- 
creased consistently and substantially 
under his supervision. 

As vice-president of The Celotex 
Corporation, Mr. Greenwood will con- 
tinue as general sales manager with 
three assistant general sales man- 
agers, Allen Cassin for the east coast 
territory, with headquarters in Wash- 
ington, D. C., E. E. Dierking, for the 
middle west and E. C. Rautenberg, 
for the southern and west coast terri- 
tory, both the latter with headquarters 
in Chicago. 





Promotes Private Brand 
Paint Brushes 


Sam Gillman, 
president of the 
Manhattan Brush 
Company of New 
York, one of the 
largest and high- 
est-rated private 
brand brush man- 
ufacturers in the 
world, has an- 
nounced that his 
company will ag- 
gressively pro- 
mote the sale of 
paint brushes for the first time in its 
history. 

For nearly 50 years, Manhattan has 
ept its name in the background while 

randing brushes exclusively for some 
of the largest jobbers and manufac- 
turers. Often referred to as the 

Price king of the paint brush indus- 
ty’, the company has always operated 
minimum profit margins and vol- 
ume production. This policy was 
never more significant than in today’s 
market, says Mr. Gillman, since rising 





Buitpinc Propucts MERCHANDISER 


operating expenses have shrunk 
dealer-jobber profit margins. The pri- 
vate brand, he asserts, boosts sales 
and increases profits without sacri- 
ficing brush quality. 

This is how Manhattan works: The 
jobber orders from a complete line 
of brushes from Manhattan or may 
have brushes made to his own speci- 
fications. His trade name or trade- 
mark is stamped on every brush and 
special labels are designed for his 
exclusive use. The company also pro- 
vides the jobber with his own catalog 
as well as newspaper mats for his 
dealers’ use in local newspapers. 
Manhattan unconditionally guarantees 
materials and workmanship of all 


brushes. Write Manhattan Brush 
Company, 42 West 18 St., New 
York ‘11, N. Y. 


Answers to What's YOUR 
Answer? 


Stop! Read Questions on Page 66 


1—Douglas Fir Plywood Association 
is offering island display rack on 
castors with a 700 square-foot 
capacity for plywood pieces, each 
piece priced and graded. See Page 
56. 

2—The Rapids-Standard Company, 
Inc. Page 74. 

3—Luminall paints. Page 17. 

4—King Cotton chalk line. Page 11. 

5—Sink frame... Page 75. 

6—Summer screens. Page 91. 

7—Supercel. Page 80. 

8—2,300 pounds by self-authorization. 
Page 7. 

9—A pproximately $1,000,000,000. 
Page 12. 


10—Unpainted furniture. Page 39. 


OBITUARIES 


A. M. “JACK” FISHER, assistant 
district manager of the Armstrong 
Cork Company’s Seattle Building 
Materials Office, died February 17 at 
his home in Seahurst, Wash. He was 
44, A native of New York City 
where he was born in 1907, Mr. 
Fisher joined the Armstrong organi- 
zation in 1931. He served at the St. 
Louis, Philadelphia, and New York 
offices as a dealer products salesman. 
After serving in the Armed Forces 
from 1942 through March, 1946, he 
returned to the New York Office 
where he was made assistant district 
manager in 1947. He became assistant 
district manager of the Seattle Office 
in early 1951. 


CLARENCE M. STRONG, director 
of purchases for Gar Wood Indus- 
tries, Inc., Wayne, Mich., died in De- 
troit, February 23. He was 53 years 
of age. Mr. Strong joined Gar Wood 
Industries, Inc., in 1949 to direct the 
activities of all corporation purchas- 
ing departments. 


JOHN L. MOORE, president of the 
Moore-Reid Lumber Company, a to- 
tally owned subsidiary of Georgia- 
Pacific Plywood Company, died Janu- 
ary 15 in Jackson, Miss. He was 67 
years of age. Mr. Moore had been 
engaged in the lumber business for 
most of his life and was a past presi- 
dent of the Southwestern Lumber- 
man’s Association. 





W. A. REID, 71, vice-president of 
the Moore-Reid Lumber Company, 
died January 20 at Jackson, Miss. Mr. 
Reid’s earliest association in the lum- 
ber business was with his father in his 
home town, Henderson, Tenn.’ Prior 
to 1925 he was with the Chicago Mill 
& Lumber Company at Helena, Ark., 
as manager of timber operations. 
From 1925 to 1940 he was with Faust 
Bros. Lumber Co., Jackson, Miss., as 
general manager. In 1941 he, with ' 
John Moore and Frank Schuh, formed 
Moore-Reid & Company which was 
merged with Georgia-Pacific in 1946. 
Mr. Reid was actively in charge of the 
logging and timber operations at both 
Jackson and Dumas. 





EXAMINE THE TAX LIABILITIES 
(continued from page 58) 





ingly smaller amount for the 
land. 


6. Lease. Where the lease is 
transferable and the location 
has improved, there may be an 
opportunity for the seller to 
make some profit in sale of the 
lease. In such case, the profit. 
is a capital gain and the cost 
is entirely deductible for the 
buyer. 

7. Goodwill. This item is in 
the same category as land for 
both seller and buyer. It can- 
not be depreciated by the buyer 
but is carried as a “dead 
weight” on his books. This is 
one of those imponderables 
which is often over-rated and 
whose exact value it is impossi- 
ble to determine. Its full value 
in any case cannot be entirely 
transferred to the new owner. 
It is to the advantage of the 
buyer to get this item at its 
lowest possible figure. 

8. Non-competitive agr ee- 
ments. In some cases the buyer 
wants assurance that the seller 
will not start a competing busi- 
ness in his area for a specified 
period of time, usually for two 
or three years. The buyer pays 
a specified amount in return 
for this written assurance. 


From the taxation point of 
view, such agreements favor the 
buyer, who can depreciate the 
cost over the life of the agree- 
ment. If he pays $3,000 for a 
three-year non-competitive 
agreement, he can depreciate 
the cost at the rate of $1,000 per 
year. 

For the seller, on the other 
hand, the agreement is classi- 
fied as earned income on which 
he must pay taxes for the cur- 
rent year on the full $3,000! 
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Classified 
Advertising 


section must be » Pub- 

6 1 N ~ 4 yg a bo des 

point e. o cuts or spe rders 
allowed. _, = indicate classificati d 
sired. Publisher reserves 
edit or reject any classifie 
No agency co m or cash discount 
allowed. 

Terms — Cash With Order 
Minimum Charge §2.00 


1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times — 9c a word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c x word for each insertion. 
Te charge of 40c per line. 


t word for each insertion. 


um charge of 35¢ per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line when less are specifie 
or used, regular line rate is charged. 

When Ge tga box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


26 Times — 7c 





HELP WANTED 


MILLWORK ESTIMATOR 
Experienced man with Cost Book “‘A’’ expe- 
rience for location in Cleveland, Ohio. Ex- 
cellent opportunity and sal to the right 

erson. etail experience and references in 
rst letter. Address Box V-50, American Lum- 
berman, Inc. 








WANTED—Experienced Lumber Office worker. 
Must be able to estimate from sketches or 
Blue Prints and have a general knowledge of 
items handled in a lumber yard. Address 
Box V-49, American Lumberman, Inc. 





SITUATIONS WANTED 


Position wanted with Lumber and Building 
Material Company, financially sound, seeking 
the pes services of an aggressive 
capable manager, to continue and expand 
your existing organization in these highl 
competitive es. If you are a Lumber an 
Building Material Dealer who wishes to re- 
tire or ease your present burden, I would 
fit into a situation of this type very nicely. 
My background consists of 7 proven and 
successful years of lumber and building 
material yard organization and management. 
My present — knows of my intention to 
leave. I would like to earn between $7600 
and $8000 per year, plus a profit sharin 
opportunity. I am 32 years of age, marrie 
and have 2 children. Address Box V-62, 
American Lumberman, Inc. 


LUMBER YARD MANAGER 
Lumberman, age 33, yard manager at pres- 
ent, desires change. Fourteen years experi- 
ence, excellent lumber background. Married, 
in good health, reliable worker. Address Box 
V-72, American Lumberman, Inc. 


MILLWORK—DETAILING 
Let a pe of experienced millwork, detailer, 
with 30 years of experience, commercial and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-71, 
American Lumberman, Inc. 


MILLWORK SUP’T—DETAILER 
and biller: years of experience. large volume 
detail millwork. Reference. Address Box 
V-48, American Lumberman, Inc. 

















Young man would like to relocate as manager 
of small yard or second man in medium sized 
yard. Experienced in either. Prefer progres- 
sive yard in Western State. Address Box -34, 
American Lumberman, Inc. 





High class, thoroughly experienced, wholesale 
lumberman, available immediately. ‘Compre- 
hensive knowledge of retail, Industrial and 
Railroad requirements. Address Box V-55, 
American Lumberman, Inc. 





Experienced retail lumber yard manager, 
available for position. Proven ability and 
excellent references: Experienced buyer and 
architectural draftsman. Prefer northeastern 
Ohio, but will go elsewhere. Address Box 
W-35, American Lumberman, Inc. 





WANTED: Capable poste man for sales posi- 
tion in retail lumber and building materials 
yard located in Flint, Michigan. Excellent 
sppentuaity for right man. Address Box V-24, 
American Lumberman, Inc. 





Wanted: For permanent position an experi- 
enced or partly experienced estimator and 
counterman for work in City Retail Lumber 
and Mason Supply Yard. Please state age, 
qualifications, availability and salary ex- 
ected. Address Box W-21, American Lum- 
erman, Inc. 





Hardwood Inspector 
Expanding hardwood operation needs inspec- 
tor well acquainted with National Hardwood 
Lumber Association rules. Wisconsin location. 
Send experience, age. references and compen- 
sation expected in first letter. Address Box 
W-22, American Lumberman, Inc. 





Materials and Home Improvement salesman 
to locate in South Bend, Indiana. Construc- 
tion experience necessary. Salary and com- 

sion basis. Co-operative insurance plan. 
— to Box W-3l, American Lumberman, 
nc. 





. Estimator—Biller 
Familiar with residential millwork. Must be 
experienced in take off, pricing or billing. 
See or write: 
Mr. Dodds. Edward Hines Lumber Co. 
2431 S. Wolcott Ave. 
Chicago 8, Illinois 
CLiffside 4-6600 





WANTED: Young man for Retail Lumber Yard: 
must be experienced in estimating: drawing: 
house plans: and selling. Give experience 
and salary expected and references. Address 
Box W-32, American Lumberman, Inc. 





Wanted—Manager for retail yard in good 

Central Illinois Town of 1000. Please state 
ualifications, age and salary expected. Ad- 
ess Box W-33, American Lumberman, Inc. 





Detailer and Biller for special millwork plant, 
permanent good opportunity for right 


erson. 
RUFFIN & PAYNE, Inc., 1701 FIFTH AVENUE, 
RICHMOND 22, VIRGINIA. 
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Lumber and Millwork experience. Capable 
as lumber yard manager. Address Box W-36, 
American Lumberman, Inc. 


WANTED 
SALES REPRESENTATIVES 


Representatives—Now calling on retail deal- 
ers, for high grade red cedar shake line. 
Write giving territory and other lines carried. 
Good commissions. Address Box W-40, Amer- 
ican Lumberman, Inc. 


SALES REPRESENTATION 
AVAILABLE 


Sales Agent in Eastern New York State 
desires major line for lumber and building 
supply dealers. Address Box V-60, American 
Lumberman, Inc. 


LUMBER & DIMENSION 
WANTED 




















BUSINESS OPPORTUNITIES © 





For Sale—In Northeastern Wisconsin 
Complete Timber products business in- 
cluding Electric operated Rotary saw 
mill, Planing mill, Fleet of trucks, 
Tractors, Quantity Timber on hand, 
5000 acres timber land, almost new 
buildings. Ideal location in heart of 
vacation land. Good brokerage timber 
business and substantial markets. Lo- 
cated near 4 State & Federal Forests. 
A live going business. Bargain be- 
cause of poor health. Address W-27, 
American Lumberman, Inc. 





WANTED TO BUY— 
MISCELLANEOUS 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before sellin 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo, 4 





Wanted—Lumber & Building Materials. 
Flush Doors, Interior & Exterior. 

Window & Window Frames. 

Fir Doors Open. 

25/32 Asphalt Coated Sheathing 4x6 to 4xl0, 
34°" Plasterboard. 

1/,"" Insulation Board. 


Or What Have You to Offer at a Price. 
KAPLAN LUMBER CO., ST. CHARLES, MO. 


MISCELLANEOUS—FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 
OTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 











Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices, 
poomes delivery. F. M. Mosedale Co., P. 0. 
ox 48, Geneva, Illinois. 





a 


Golden Opportunity for Dealers be 
Fast-Selling, fop quality, Mohawk Flush Doors, 
have beautiful matched finish plus vented — 
core construction. They're bow-stressed .++ — 
stabilized . . . warp-freel Interior and eo — 
terior types. A complete line. Write today 
for prices and literaturel ae 

MOHAWE FLUSH DOORS, INC. 

Elkhart, Indiana 





Aggressive Midwestern wholesale lumber con- 
cern, with distribution yard, desires dimen- 
sion and common boards, on consignment. 
Bank references. Address Box W-25, Amer- 
ican Lumberman, Inc. 


BUSINESS OPPORTUNITIES 


EXCEPTIONAL OPPORTUNITY 

If you are interested in buying a Retail 
Lumber Yard, you might wait many years to 
match this opportunity. Located in the Great 
Lakes area, in an attractive small city, this 
Yard handles an annual volume approximately 
$1,500,000. The profit record is most enviable 
—in fact, exceptional. A quality trade is 
solidly established and is largely non-com- 
petitive. Inventory, approximately $275,000, 
is 100% clean. under cover, and in perfect 
balance. Plant throughout is adequate, mod- 
ern, properly maintained and beautiful to see. 
There is an exceptional organization of thor- 
oughly seasoned, experienced, well trained, 
aggressive personnel. We do not think the 
immediate and long range profit potential of 
this exceptional Lumber Yard can be beat. 
Principals only. Address Box W-37, Amer- 
ican Lumberman, Inc. 








Billheads, statements, letterheads, 
2,000—$8.95, 4,000—$15.25, postpaid. 
samples. Community Press, East 





BUSINESSES FOR SALE 


Retail Lumber & Building Materials Yard i ~ 
Citrus Section of Florida. Address Box Vl — 
American Lumberman, Inc. 








For Sale: Nebraska Yard, located in best ~ 
farming section of the state. Priced to’ 
Owner wishes to retire. For parti oe 
address Box V-66, American Lumberman, 


—— 


For Sale—Retail Lumber Yard, in an inden 
trial area, near Chicago. Annual business 
possibly $300,000.00, might be increased/ : 


ventory of approximately $50,000.00; Equife 
=a possibly $7.000.0. Rental pope) Ze 
sell part or controlling part or entire 

Tosa. if desired. Orders now on file for oP” 
proximately $150,000.00. Reason for 5¢ 3 
owner wishes to retire. If interested. a 
to Box No. W-28, American Lumberman, 
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